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62% of All New Cars Bought 
By Persons Earning $3,000 
Or Less, Survey Discloses 


Importance of Wage and Job Maintenance Is Stressed 
by Statistics Issued by Nationa] Automo- 
bile Chamber of Commerce 


New York, July 14.—Importance to the: motor industry 
of increased buying power for the American wage earner, 
whose annual income is not more than $3,000, is reflected 
in statistics issued by the National Automobile Chamber of 


Commerce. 


of $3,000, or less. 

Of all new cars bought in this 
country, 2.6 out of every 100 are 
acquired by wage earners whose an- 
nual income is $100 a month or less, 
while only 5.3 cars out of every 100 
are bought by persons with incomes 
of $6,500 or more. 

The best market for new cars is 
.the group of workers with incomes 
of from $2,000 to $3,000 a year. This 
section of the country’s workers 
take 30.3 per cent. of all cars sold, 
while the next biggest consuming 
group is that with incomes from 
$3,000 to $4,500, which buys 23 per 
cent. of all new cars sold. 

‘THIRD BEST GROUP 

The third best group, wage earn- 
ers with incomes from $1,700 to 
$2,000 annually, consumes 14.6 per 
cent. of all new cars purchased, 
while persons with incomes of from 
$4,500 to $6,500 buy 10.2 per cent. 
of the new cars sold. 

Here is a table showing the pur- 
chase of new cars by the various 
groups, as prepared by the National 
Automobile Chamber of Commerce: 

P.C. 
Annual Income bought 

Under $1,000 
$1,000 to $1,200 ......... penke 

1,200 to 1,400 .. 

1,400 to 1,700 

1,700 to 2,000 

2,000 to 3,000 ,, 

3,000 to 4,500... 

4,500 to 6,500 

6,500 to 10,500 
10,500 to 15,000 
Over $15,000 

These figures show clearly that 
the automobile industry cannot 
hope for any sharp upturn in buy- 
ing of new cars in the principal 
market until employment is in- 
creased or there is reached a stabil- 
ization under which workers who 
are still employed may be assured 


(Continued on Page 4) 


LOUISIANA ADOPTS 
TRUCK CONTROL; 
INCREASES TAXES 


New Orleans, La., July 14.—A bill 
has been passed by the Louisiana 
Legislature placing motor vehicles 
optrated by contract for profit on 
the same basis as common carriers 
and fixing a new schedule of license 
fees, 

Trucks operating within a radius 
of seven miles of cities of 10,000 
population or over are charged $117, 
and trucks operating on the high- 
ways outside this radius. are 
taxed $320. 

An extra tax of $150 for each 1,000 
pounds above the _ 10,000-pound 


another act is imposed. 


Prize 


| Columbus, 
capacity limit on trucks provided by : 


These figures show that about 62 per cent. of 
all new cars are purchased by 


persons with yearly incomes 


H. D. DODGE HEADS 
ALL GRAHAM-PAIGE 
CANADIAN ACTIVITY 


Walkerville, Ont., July 14—J. B. 
Graham, president of Graham Paige 
Motors (Canada), Ltd., today an- 
nounced the appointment of Harry 
D. Dodge as managing director of 
the company, to have charge of 
Plant operations at the Walkerville 
factory, and of all sales activities in 
Canada. 

The appointment fills a vacancy 
caused by the resignation of Arthur 
Kreuger, who has directed the com- 
pany’s operations since its organiza- 
tion in June, 1931. 

Dodge has been a member of the 
factory organization of the Graham 
Paige Motors Corporation, Detroit, 
at home and abroad for several 
years, and since January, 1932, has 
been stationed at Detroit as man- 
ager of the export department. 


H. W. PETERS RESIGNS 
PACKARD VICE-PRESIDENCY 


Detroit, July 14.—H. W. Peters 
yesterday announced his resignation 
as a vice-president of the Packard 
Motor Car Company of Detroit. He 
has been with Packard continuously 
since 1916, with the exception of 
two years during the World War, 
during which he served in France as 
an aviator. He served successively 
as assistant to the president, office 
manager, Detroit branch manager, 
Chicago branch manager, and for 
the last four years has been factory 
vice-president of distribution, 


MARIETTA AUTOMOBILE 
ROW SWEPT BY FIRE 


Marietta, O., July 14.—Uptown 
automobile row was wiped out in a 
$500,000 fire, which for a _ time 
threatened the entire downtown 
section. 

Heaviest losers were Huff Auto- 
mobile Sales Company, one-story 
building, $75,000; Becker Brothers’ 
Automobile Sales Company, one- 
story building, $40,000, and the 
Union Hardware Company, four- 
story building, large distributors of 
automobile parts, shop equipment 
and accessories, $275,000. 

MARKER TRANSFERRED TO 
COLUMBUS FORD PLANT 

Dayton, O., July 14 (UTPS). 
R. A. Marker, formerly of this city 
has been named assistant manager 
of the Ford Motors Company of 
Mr. Marker succeeds A. 
who has been trans- 


Cc. Currant, 


! ferred to Des Moines, Iowa. 


Winning Letter 


NEW YORK, FRIDAY, JULY 15, 1982 


5 Cents. $12 Per Year. 


Truck Sales for June in 14 States 
_ And D. D.C. Running Under May 


WILLYS STEPS U i 
JULY PRODUCTION; 
JUNE SALES UP 56% 


Toledo, July 14.—Wiilys-Overland 
Company has increased production 
20 per cent, over the original July 
schedule in order to fill orders for 
the new models recently introduced 
by the company, according to John 
N. Willys, chairman of the board, 


who said June sales were 56 per | 
cent, ahead of May, despite the fact | 
that new cars were not brought out | 
until the last week in June. 

“This increase is exceptional when 
one considers that July in the auto- 
mobile industry is usually a low 
month,” Mr. Willys said. He gave 
as his opinion that replacement 
buying of cars has started. 


BILL INTRODUCED, 
CUTS TRUCK LOADS 
IN PENNSYLVANIA 


Harrisburgh, Pa., July 14.—A bill 
has been introduced in the House 
to reduce from 26,000 to 20,000 
pounds the maximum load for a 
truck on the public highways. The 
allowable weight of truck and trailer 
would be reduced from 39,000 to 
30,000 pounds. 

The measure also provides that 
the length of trucks and trailers 
shall be reduced from 70 to 45 feet. 

Another bill would require trucks 
from outside the state to purchase 
Pennsylvania licenses before oper- 
ating in this state. 

Both measures provide for a 
general revision of truck license fees 
in conformity with the revised 
weight provisions. 


WISCONSIN TRUCKS 
TO PAY $1,500,000; 


REBATE FOR SOME) 


Madison, Wis., July 14.—Some 
110,000 Wisconsin truck owners will 
pay the state approximately $1,500,- 
000 within the next week or so, ac- 
cording to Secretary of State 
Damann, Under the law truck 
licenses are to be renewed July 1. 
Fees for the licenses range from $5 
for farm trucks to $385 for large 
commercial trucks. Most commer- 
cial trucks require a license pay- 
ing from $150 up. The state treas- 
ury will therefore be enriched ap- 
proximately $1,500,000 as these appli- 
cations continue to arrive during the 
coming days, 

Also, over 10,000 Wisconsin truck 
owners and drivers will be refunded 
approximately $60,000 as a result of 
the State Supreme Court’s decision, 
which exempted a large number of 
trucks from the ton-mile tax passed 
by the 1931 legislature. 

Permit fees of $5, which were paid 
to the state, are being refunded to 
owners of trucks weighing three 
tons or less, as trucks of this de- 
scription do not come under the 
provisions of the law. 


‘esl Models Show Gain, 


but Seasonal Slump De- 


creases General Total; June Total 


Put at 


17, 500 


Detroit, July 14.—Figures covering car sales for June 
in fourteen states and the District of Columbia were re- 


leased today by R. L. 
this territory of 
4, 001 sales in the s 


A.A.A. URGES GENERAL 
MANUFACTURERS’ TAX 
TO REPLACE EXCISE 


New York, July 14.—Resolutions 
urging the immediate repeal of the 
motor excise taxes carried in the 
Federal Revenue Act of 1932 and 
substitution of general manufactur- 
ers’ tax were passed at the thirtieth 
annual convention of the American 
Automobile Association, recently 
held at Providence, R. I. 

Declaring that the New York 
Automobile Club is solidly behind 
the proposal, T. M. Hentges, vice- 
president, today said a vigorous ef- 
fort will be made to convince mem- 
bers of Congress from the state that 
the excise taxes threaten to throttle 
motor transportation. 

In addition to the resolution on 
motor taxes, declared the A. A. A. 
club executive, others of vital im- 
portance to the car owners of the 
country were before the convention. 

“The A. A. A, Safety Responsibil- 
ity Law was reindorsed,” he said, 
“and it was urged that all of the 
forty-three state legislatures meet- 
ing next year should take steps to 
enact it as a means of promoting 
safety on the streets and highways, 
and curbing the reckless driver, It 
was also recommended that safety 
work now carried on in the primary 
schools be extended to the high 
schools and colleges of the country 
and that organization of the school 
boy patrol be extended.” 

Mr. Hentges asserted that the res- 
olutions were embodied in one of the 
strongest motoring platforms ever 
adopted by the national motoring 
body. 


KALTWASSER ELECTED 
PRESIDENT, WATSON MFG. 


Jamestown, N. Y., July 14.—Carl 
M. Kaltwasser, vice-president of the 
Timken Axle Company of Detroit, 
and formerly general manager of 
the Salisbury Axle Company here, 
has been elected president and gen- 
eral manager of the Watson Manu- 
facturing Company, Inc., pioneer 
manufacturer of metal equipment, | 
with headquarters in this city. 


KINGS COUNTY BUICK 
SALES TOP JUNE, 1931 


New York, July 14.—Deliveries of 
new Buicks in June by Kings 
County Buick, Inc., exceeded deliv- 
eries for the corresponding month 
of 1931, according to T. Southworth, 
president of the company. 

Used car sales for June also ex- 
ceeded June, 1931, figures, sales for 
this period showing an increase of 
32 per cent. 


SERS 


——~<e 





‘6,184 in June, 


Polk & Company and show a total for 
3,877 vehicle units. 
area in May of this year and with 


This compares with 


1931. 

Ford sales accounted for a con- 
siderable total in these June com- 
ars returns, the number being 

,603, as compared with 1,495 in the 
Same states in May of this year. In 
June, 1931, Ford truck sales in this 


area amounted to 2,738. Ford sales 
have not been quite as important a 
factor in the commercial field since 
the introduction of the new models 
as they have in the passenger car 
division. 

On the basis of the figures so far 
received June commercial vehicle 
sales for the entire forty-eight 
states and the District should be in 
the neighborhood of 17,500 units, 
The grand total for May, with only 
the state of Georgia missing, was 
18,466 vehicies. 


OREGON LAW BANS 
INSTALLMENTS OF 
FEES ON VEHICLES 


Salem, Ore., July 14.—The secre- 
tary of state is not authorized to 
receive installment payments for au- 
tomobile license fees or for the spe- 
cial fees payable by motor vehicle 
common carriers, contract haulers 
and commercial carriers, according 
to an opinion by the attorney gen- 
eral, I. H. Van Winkle. 

The secretary, Hal E. Hoss, had 
inquired whether any law would 
permit him to accept payment on 
the installment plan of the regular 
registration fee for motor vehicle 
licenses or of the additional fees 
charged to buses and trucks. 

The attorney general pointed out 
that the law provides for the is- 
suance of licenses upon payment of 
the annual fee, subject to decreases 
after the first quarter, and that no 
provision is made for the secretary 
to accept any other amount. The 
same principles, Mr. Van Winkle 
said, apply to the bus and truck fees. 


SANFORD MILLS MAKE 
RECORD MOHAIR PURCHASE 


Boston, July 14.—The National 
Wool Marketing Corporation has 
sold 14,500,000 pounds of domestic 


|mohair to the Sanford Mills and 


the Goodall Worsted Company, both 
of Sanford, Me. 

The mohair poundage purchased 
by the Maine concerns exceeds the 
average annual mohair clip. 
MACBETH-EVANS GLASS 

ADDS 100 EMPLOYEES 

Charleroi, Pa., July 14.—More 


'than 100 employees have been re- 


called to steady working schedules 
at the plant of the MacBeth-Evans 
Glass Company here, following the 
receipt of a large volume of new 
orders for gasoline pump cylinders, 


in A. D. N. Contest—See Page 3 
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MOTOR ACTIVITY BUILDING AND LOAN 
By RAY B. PRESCOTT STOCKS BUY A CAR 
Marketing Counselor Milwaukee, Wis, July 14—The 


Even Ford and the other low-|kqwards Motor Company, local 
priced cars are finding purchasing | Dodge and Plymouth dealers, are 
of their cars slowing up. This re- | advertising a new wrinkle in automo- 
quired a revision downward of their tive merchandising. As an expres- 


: sion of the firm’s confidence in Mil- 
production schedules last week, the 


waukee’s future, the company is ac- 
adjustment being made to conform |cepting building and loan stocks of 
very closely to orders. a large number of Milwaukee com- 
Of course, some of the decline was; panies at their full value, $100 per 
due to the holiday on July 4, but|/ share, as the down payment on new 
even allowing for that, there was} Dodge and Plymouth motor cars: 
more than a seasonal decline for; The company recently announced 
production to keep pace with sales. three new departments in addition 
There is no doubt now that the/to automobile sales and service. 
peak of production for 1932 was/These include the merchandising of 
reached several weeks ago. It is 


oil burners, electric refrigerators and 
quite probable that the peak month | air conditioning equipment. 
for sales this year has also been —_—— 
passed, despite the belated start of 
Ford and his huge backlog of orders. 


SOLAR CORP. REPORTS 
INCREASED BATTERY SALES 





CANADIAN G. M. HEADS 
LOOK FOR IMPROVEMENT 


Toronto, Canada, July 14 (UTPS), 
—Eastern zone officials of General 
Motors of Canada, attending a two- 








Beaver Dam, Wis., July 14.—Solar | gay conference at Oshawa, stated 
Corporation of this city, manufac-/ that indications were that there 
turers of Solar batteries, report an 


would be a gradual improvement in 


increase of 61 per cent. in produc-|Gagnadian business soon. 


tion of automobile and truck bat- 
teries for the first four months of|jin addition to H. A. Brown, vice- 
1932, as compared to the same| president and general manager of 
period of last year. |General Motors of Canada, included 

This increase in production of|¢ E, McTavish, general sales mana- 
batteries sold uring the first four ger, who presided: H. G. Weaver, 
months compared with the 53 per | director of market research; E. A. 
cent. increase in total automobile | Everson end G. Ansley, assistant 
batteries produced in 1931 over 1930, | sales managers. Zone managers and | 
indicates continued progress of the | zone promotion of sales managers | 
company’s automobile battery divi- | also were all present. 








sion. ciciiadiaaiaaeatieetabsanaindbiatanaican 
eee aa J. J. WITTE APPOINTED | 
VISCO-METER ON Los Angeles, July 14—J. J. Witte 
|has been appointed sales manager 

GOVERNMENT TRUCKS | ¢; De Jarnette Motors, Pontiac 

| agents, South Figueroa Street. 

Buffalo, N. Y., July 14.—Visco-| Witte was formerly sales manager 


Meter, the viscosity measuring in- 
strument, is being supplied to the 
White Company for the trucks 
which it is manufacturing for the 
government, This order for over 
400 instruments is one of the largest 
received in recent weeks by the 
Visco-Meter Company. It is under- 
stood that the government speci- 
fied this equipment as Visco-Meter 
is not standard on White trucks. 


for the Brokaw-Bauer Company, 
Chevrolet dealers, and prior to that 
was in the automobile business in 
northern California. 
NEW CHEVROLET FIRM 

Stockholm, N, Y., July 14.—Roger 
O’Connell and associates have or- 
ganized the Stockton Garage, to es- 
tablish and operate a Chevrolet sales 
and service. 











Owners of 1,500,000 Business 
Vehicles Will Get the 
Issue of July 29 


Fleet owners having 10 or more vehicles, 
25,000 names, will receive the truck issue 
July 29th. Only Automotive Daily News 
can provide such wide extra distribution 


at no additional cost to the advertiser. 


If you want to reach not only those owners 
but all exclusive truck dealers, important 
bus operators, 8,000 passenger car dealers 
and important factory officials, use that 
issue with a page at $350; half page at $175 
or a quarter page at $87.50. 


Forms close 2 days preceding publication. 


Automotive Baily News 


#1. A. TARANTOUS, Bus. Mgr., 350 HUDSON STREET, N. Y. C. 
DETROIT OFFICE: Geo. M. Slocum, Manager 
Fisher Building, Detroit, Mich. 
WESTERN OFFICE: Willard R. Cotton, Manager 
333 No. Michigan Ave., Chicago, Jl. 





FINANCIAL NEWS 


AUBURN 


Auburn, Ind., July 14.—Auburn 
Automobile Company and its sub- 
sidiaries for the months of March, 
April and May, comprising the sec- 
ond quarter of the current fiscal 
year, showed a net loss of $151,- 
987.20, equal to 72 cents per share 
on 210,652 shares outstanding on 
that date, 

This compares with net profits of 
$2,158,765, equal to $10.24 a share, 
for the like period of 1931, and 
compares with net profits of $769,385, 
equal to $3.65 a share, for the like 
period in 1929, based on the present 
capitalization. 

For the first six months ended 
May 31, 1932, the consolidated net 
loss was $144,028, equal to 68 cents 
per share, as compared to net prof- 
its of $2,361,175, equal to $11.21 per 
Share in 1931, and compares to net 
profits of $866,009, equal to $4.11 a 
share in the first six bonths of 


1930, based on the present capitali- | 


zation, 

The consolidated balance sheet of 
the company and its subsidiaries as 
of May 31, 1932, show current as- 
sets of $12,517,912, of which $4,248,- 


curities. Current liabilities amount 
to $785,722, giving a net current 
ratio of 15.9 to 1. 

Net quick assets per share amount 
to $55.69, and book value per share, 
$79.96. 


INGOT PRODUCTION 

New York, July 14.—Ingot produc- 
tion for the country as a whole, 
which descended to around 12 per 
cent. of capacity in the week of July 
4, has experienced a moderate re- 
bound and is approximately 16 per 
cent. for the present week, according 
to the current summary of Iron 
Age. During the period of partial 
idleness, the review observes, there 
has been scarcely any accumulation 
of backlogs and steel mills are sub- 
sisting on small, day-by-day orders, 
which are restricted in part by 
seasonal dullness, marked by many 
complete shutdowns of steel con- 
suming plants. Some of these 
plants, it is estimated, will resume 
late this month or in August, but 
thus far they have made no pro- 
vision for the materials they will 
require. 

The review emphasizes the severity 
of foreign competition in the iron 
and steel industry, and predicts that 
improvement in operations of a sub- 
stantial nature will only come with a 
general pick-up in business of all 
kinds. 

“It becomes apparent that the 
steel and allied metal-working in- 
dustries must look first for con- 
structive developments outside their 
own immediate province for the 
stimulation of confidence necessary 
to recovery,”’ the survey continues. 


YOUNGSTOWN SHEET 
Youngstown, O., July 14.—Fred 
Tod, formerely a director of the 
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ILLIAM A. BLEESE, who, as you know, is general 

sales manager of B. O. P., is on a tour of inspection 

on the Pacific Coast, in the interest of Buick, Oldsmobile and 

| Pontiac. With him is son Bob, aged 14, who aspires to be 
;}a newspaper mam, 

This ambition of Bobs’ gave Leon J. Pinkson of the San 


Those taking part in the meeting | 825 are in cash and government se-| Francisco Chronicle, dean of deans of automobile editors in 


California, an opportunity to pull a unique stunt. He grabbed 
Son Bob and gave him an assignment to interview his own 
father on automobile conditions. Bob wrote a half column, 
rated a two-column picture of himself pounding a typewriter 
|and also drew a by-line, “By Robert Blees.” 

» ” 

"TWAS A RATTLING GOOD STORY young Bob wrote 
and in the course of his talk with Father he drew out the 
information that “In our recent inventories of dealers all 
over the country we have found that automobiles are on the 
upgrade in sales, and used car stocks have definitely 
decreased.” 

And then Father asked a question: “What do you think 
of being a newspaper man?” Whereupon young Bob shot 
back: “From what I’ve heard at home I could at least beat 
others to the assignment if I had a Pontiac.” 

+ * + 

STANLEY HEDBERG, who retired as publicity direc- 
tor of Hudson-Essex to return to his old love, aviation, writes 
that in addition to his United Air Lines job he now is also 
handling publicity for all its subsidiary companies in New 
York. 

“Our transport business is showing rapid strides,” he 
writes to the column conductor. ‘We have increased some 
212 per cent. over last year already and United Air Lines 
now can boast of being the largest air transport company in 
the world. We are flying three times as many miles monthly 
and carrying twice as many passengers and nine times as 
much mail as the large European company, Deutsch Inft 
Hansa. During a thirty day period United flew 1.125,000 
miles, carried 8,000 passengers and 156 tons of mail.” 

* ~ ” 

OTTIS LUCAS, advertising manager of Studebaker, 
calls to my attention the Indianapolis race story in the cur- 
rent issue of The Wheel, Studebaker’s monthly publication 
for motorists. Lewis Clay wrote it under the title of “The 
Champion Comes Through” and it bristles with color all the 
way through, a story that would have been a credit to Jack 
Burton in his palmiest days. And I think Jack, in his time, 
was without a peer in covering the Hoosier classic, 





Youngstown Sheet and Tube Com- 
pany, has been re-elected a member 
of the board and of the executive 
committee of the company, it was 
announced yesterday. Walter E. 
Meub, treasurer and secretary of the 
executive committee, has been pro- 
moted to the post of vice-president 
in charge of finance, succeeding W. 
J. Morris, who resigned to become 
president of Continental Supply 
Company, Sheet and Tube’s pipe dis- 
tributing subsidiary. J. C. Arget- 
singer, general counsel, was elected 
secretary, increasing his present 
duties. Mr. Meub retired from the 
directorate. 


RUSSIAN OIL 

Washington, July 14.—Exports of 
petroleum products from Russia 
through Black Sea ports totaled 
453,737 metric tons in May, com- 
pared with 344,274 tons in the same 
month of last year, according to the 
Department of Commerce. 

Exports of all products from the 
Soviet Republic, however, showed a 
decline during the month amount- 
ign to 685,445 tons, against 853,247 
tons in May of last year. The de- 
crease, according to the department, 
is accounted for principally by a 


sharp reduction in exports of cereal | 


products. 





Ss. 0. OF OHIO 

Columbus, O., July 14.—Standard 
Oil 
posted a reduction of 11% cents a 
gallon below the statewide Ohio level 
in Elyria, Newark and in Madison 
township, due to special ‘competitive 
conditions. 


Company of Ohio yesterday | 


a *” *” 

Clay backs up what this column pointed out in its after- 
math of the race—that Studebaker might have won if the 
thread of wheels borrowed by Studebaker in an emergency 
had been Studebaker thread. This caused Johnson and 
Gulotta to throw wheels when they looked like winners. 
Despite this, though, Studebaker finished third, sixth, thir- 
teenth, fifteenth and sixteenth, The wheel trouble wasn’t 
used as an alibi, for Studebaker never squawks; but it 
explains one of those “it might have beens.” 

* ” * 

DETROIT WAS ALL SET for a meeting of directors 
of the National Automobile Chamber of Commerce today, 
this being the month when the session usually is held in this 
city at one of the country clubs. But evidently there wasn't 
much on the docket, for the meeting was called off. The 
next get-together of the directors will be in New York in 
September. 


ot * * 

CLARENCE SEEBALDT has shied his hat in the ring 
and announces he is going to run for Congress in the next 
election. Seebaldt is the senior member of the Seebaldt- 
Evans Company of this city, Auburn distributor. If he wins 
the industry will have one more friend at court, which is 
needed, shuddering over the taxes the automobile business 


now has to carry. 
a * * 


PHIL MERRILL, veteran chassis lecturer for Chrysler, 
‘read in the column about the brick wall Henry Ford has 
‘built around Greenfield Village to blot out the sight of pass- 
ing automobiles, and he comes back with: 

“It might be well to put a ‘starry canopy’ over Green- 
field Village, so that those tarnation planes buzzing over- 
head can’t be: seen, or put mufflers on ’em, so they can’t dis- 
turb the peace of ye old time village.” 
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Retail Salesmen 


——_-~ 


This department is devoted to 
sion of the industry. 
Daily News wants you to get some 


help you in your work on the firing line. 


the interests of the retail sales divi- 


Salesmen, this is your department. Automotive 


thing from this department that will 
It wants you to pass on 


your own experiences, successes, failures to help your brother salesmen. 
Send in your story in the form of a letter, or even a postal card, and 


let us get it ready for publication. 


Your achievement or your mistake 


may help another salesman to make sales or avoid errors that cost 


you commissions, 
Dealers read this page. Give 
these problems that affect the wo 


firing line, the men who bring home the bacon or don’t. 


us the benefit of your reactions on 
rk of your salesmen, the men on the 








FOLLOW OWNERS-THE ANSWER 


I have been very much interested in the page you carry 


in Automotive Daily News for 
one. 

I have had extremely good luck 
this year, in fact my sales total is 
ahead of 1931 and it occurred to me 
that perhaps my method of working 
might be interesting to other sales- 
men. The articles I like best on 
your page are those in which a 


salesman or a general sales manager | 
tells exactly how they themselves or | 


some one else has worked in making 


T 


a good record. So, perhaps, I may 
escape an accusation of egotism in | 
telling my own method of going 


after sales, by asking you not to use , 


my name, but sign this letter simply 
“Salesman.” 

It was a lucky break for me that 
the first job I hela as a salesman 
was with a manager, dead now, but 
who knew the game thoroughly and 
had the knack of telling what he 
knew to other people. 

The first thing he said to me was: 
“Sonny, I want you to remember al- 
ways in selling cars that the best 


customers you have got or can get | 5 
the boys who have already | Prospects and new owners Or you/| make in stock. 
The pros- | 


are 
bought from you. When you sell a 
car you haven't cut off a customer, 
you have attached another one to 
your string, and, if you treat him 
right, he is going to buy from you 
every two or three years as long as 
you are selling.” 


This sales manager had a 


der. He made every one of his sales- 
men report to him once a month on 
every car owner the company had 
in the district. He worked it this 
way. When a salesman had a fair- 
sized string of owners that he had 


sold he had to follow those owners ! 


up once a month at least and make 
out a report on how they stood. 


Where the owners had not been sold ; 


by any of the salesmen on the staff, 
the names were thrown into a hat, 
SO to speak, or maybe I could bet- 
ter say they were pooled and each 
Salesman was given a certain num- 
ber that it was his business to 
follow. 

This sales manager was a swell 
guy, but it was healthy for the sales- 
man who came in with an excuse 
why he had not contacted 
Owner on his list. Unless the owner 
was dead or in Europe, that sales- 
man lost a piece of his hide if he 
neglected to do his chore of con- 
tacting. 


. | 
Working under that sales manager 


taught me just how important a 
company’s owners are. My owners 





- retail salesmen, of which I am 


° 





the car has been sold, another a 
week later and another a week after 
that. I have found that during the 
| first few weeks of a car’s existence 
a lot of little things come up that 
puzzle or annoy the owner, especial- 
jly a new owner. They may not 
famount to a row of pins, but if 
they irritate the owner, .they 
dangerous to the salesman. I call 
up for just this reason and ask if 
the new owner has had any trouble. 
If he has I hustle right up to see 
what is wrong and fairly carry him 
into the service department to see 
that the car is properly taken care 
of and I follow it through its servic- 
| ing. 

Some days I do not have the time 
to do anything except to attend to 





| | 


are 





| MIMEOGRAPHED LIST 
OF USED CARS AIDS 


| 


| 
| 
| 


| giving year, car number, name and 
style, price, down payment, charges 


months for paying, has greatly sim- 
plified the used car sales problem 
for the F. L. Mills Company, Stude- 
baker dealership, of 2316 Fairfield 
Ave., Bridgeport, Conn., 
to William Gruber, sales manager. 

A prospect entering the show- 
rooms may say that he is just look- 
ing around or may mention a limit 
of the price which he is willing to 
pay. Depending in a measure upon 
the customer's attitude, a Mills 
salesman either goes with the pros- 
pect or gives him one of the lists 
and turns him loose. 

The list contains all the informa- 
tion about used cars in stock which 


the prospect may need, and he can 
take all the time he wishes in in-| 
specting the cars, referring to the 
mimeographed list for details, Mr. 
Gruber pointed out 

Every salesman is required not 
only to carry the list, but to be} 
famiiar with it in every detail. 


When outside for any purpose they 
keep watch for local cars of the 
same makes as those on the list and 
jot down the license numbers. When 
the owner is identified through reg- 
istration records, he is advised that 


| 


BRIDGEPORT DEALER 


A mimeographed list of used cars, | 


This Is Your Page 
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Anotner Marmon Sixteen record: At Ars- 
La Chatre, France, a Marmon Sixteen broke the 


hill climb record at an average speed of 100.476 


monthly payment and number of | 


| kilometers per hour from a standing start over a 


course 1300 meters long with two sharp curves. 


according | 





Owe een tt 


SALES DEPARTMENT 





Today’s $5 Winner 


people on my owner list who have} q newer model of the car he is driv- 
not been contacted as lately as I} ing is available at the Mills show- 
should have done. But regardless| rooms. By carrving the list, sales- 
\of all else I keep my owner list in| men are able to check up imme- 
| good temper and as happy as I can. diately when they see an old car 


' 
| 
| Cosby Motor Company, Che 

A departmental analysis 


By O. GARL 
vrolet Dealer, Hampton, Va. 


little | 
different system in following owners | 
than some others I have worked un- | 


some | 


| 
in selling. You have got to get new 
|begin'to go backwards. 
ipect file is the answer to that. 
| Every dealer has a file of prospec- 
tive customers which his salemen 
can use, but the individual will have 
}a private list of his own. How to 


;compile this list is another matter|and white, eliminating 
that a book could be written on, but | of carrying figures in memory. The | seq car sales. 


I would like to say a word on how 
to use it. I have my prospect list 
'on file cards and keep those that 
are immediate prospects in the 
front of the file, I have found that 
I can usually contact about ten 
people a day, not always but on the 
|general run. 


I go after four or five of my best 
looking prospects on the telephone 


may be. In some cases I make ar 
rangements to take 





Sometimes I can make arrange- 
}ments to carry the children to} 
;school as the first lap of 

| demonstration. 


Later in the day I try to get per- 
mission to call on business prospects 
}at their offices and perhaps to give 
them a- demonstration. 

In the evening I do some cold 


}own cars that are competitors of 
|our own lines. 


When I get down in the morning | 
and try to make dates for inter-| 
views or demonstrations as the case | 


the woman of | 
the family out for a demonstration. | 


approaching, calling on people who| block 


The real secret of successful sales- | titude,” Mr. Randolph said. 
manship is not a glib tongue and a/ owners of high class cars are large- 
persuasive personality, it is simply a}ly known, so that each is a subje 


Of course no man can stand still | on the street and determine whether 


there is a newer model of that 
Each live prospect is 
ja copy of the list when he is first 
approached, and he is permitted to 


keep it. Mr. Gruber remarked that 


many customers seemed pleased to} 


have all the details down in black 
the bother 


mimeographed list serves as a re- 
minder of the transaction and is 
useful and satisfactory both to cus- 
tomer and salesman. When cars 
are sold, they are crossed off the 
remaining copies of the list. A new 
list is issued every few weeks. The 
cost is described as negligible. 


INDIVIDUAL CASE 
ANALYSIS NEED IS 


Individual case analysis is an im- 


the | portant factor in selling cars in the | 


upper price brackets, according to 
Innes Randolph, president of the 
Randolph Cadillac Company, Inc., 
of 1027 Fairfield Ave., Bridgeport, 
Conn. 

“In our field we cannot follow a 
System of instructions to 


|Salesmen, with group meetings and | 


|}regular rules of approach and at- 
“The 


ct 


furnished | 


FOUND ESSENTIAL 


The new car department functions 
satisfactorily a majority of the time, 
but in our operation the new and 
}used car departments are handled 
by one individual who is 
familiar with the importance of 
The proper display, 
| conditioning and pricing of used 
cars determines the number of units 
we sell. We do not deal in dollars 
and cents, particularly in used cars, 


but do deal in units. We stress upon 
| the retail salesmen the fact that we 
|are not in the used car business for 
a net profit, but the number of used 
car sales determines the gross of the 
new car business. This has a very 
far-reaching effect with the sales- 
men. Our used car operation has 
improved by adopting this proced- 
ure, and today we have about one- 
fourths as many units on hand as 


|} we had a year ago. Naturally, when 


|} used car deliveries slow up it auto- 
matically ~slows up the new car 
sales, which points to the import- 
ance of rapid turnover of used car 
units. 

In order to increase sales in our 
service department we have com- 
pletely re-arranged our shop layout. 
|Effective signs have been placed 
around the various departments 
j covering repairs, washing, polishing, 
greasing, Duco re-finishing, and we 
particularly call the public’s atten- 
| tion to our precision tools. We have 





} 
| 


fully | 


~ 


INDIANAPOLIS, IND. « 











QUICKER USED CAR TURNOVER. 
KEENER SERVICE SELLING, THIS 
DEALER’S RECIPE FOR SUCCESS 


AND COSBY 


has enabled us to improve our 


operation materially and to stimulate more interest on the 
|part of the department managers during recent months, 





! 
to obtain constructive suggestions 
from the various department man- 
agers. We find this one of the most 
satisfactory means of establishing 
keen competition between various 
| departments. Every suggestion is 
carefully analyzed before being 
| accepted or rejected for the benefit 
| of the business. 
| Past experience has taught us 
| that loose credit was one of the 
| greatest evils in our business, be- 
| cause the man who is indebted and 
| will not pay, is naturally a lost 
} customer, We only extend credit 
| to people who pay their bills on the 
| 10th of the month following the 
| purchase, unless other arrange- 
ments are made at the time the 
work is completed. This saves con- 
| siderable expense on a_ collection 
| follow-up and materially decreases 
| imaginary service complaints. 
| Fast thinking and fast action is 
| necessary on the part of all depart- 
| ment managers in these times. We 
|particularly keep the entire organi- 
zation pepped up, because enthusi- 
}asm is one of the greatest assets in 
lselling merchandise of any descrip- 
tion. For over nineteen years this 
|company has been owned and oper- 
lated by the writer and proper co- 
| operation and enthusiasm has been 
one of the determining factors of 
our success. We have the advantage 
of having the most modern automo- 
| bile establishment in eastern Vir- 
ectly designed with ample 





jginia, corr 


real day’s work every day applied| for individual treatment. , 
ace for each department’s opera- 


lalso installed a complete body de- 





are today the backbone of my ef- | 


fort. It is through them that I 
have been able to make a good 
record this year, when sales in our 
town have been considerably off. I 
have sold twenty-five cars so far 
this year to owners who have driven 
our make before and this is a con- 
siderable proportion of my total 
sales volume to date, I won't say 
how much, but a lot. 

It is not only that an owner, if 
he is satisfied with the car he has 
been driving for one, two or three 
years, is likely to repeat himself, 
but he is ready to tell his friends 
just how good his car is and how 
well it has served him. 

I have one customer who is not 
only an enthusiastic booster for our 
car, but there is scarcely a week 
that he doesn’t call me up and 
volunteer information as to some 


friend or acquaintance or friend of | 
| has 


This man has helped me sell | mouth dealer for the North Broad- 


a friend, who is in the market for 
a car. 
at least a dozen cars. 


One of the phases of the system I/| 1201 North Broadway. 


have worked out for foliowing my 


;a 


cltivity—A RETAIL SALESMAN. 


AMONG HIGH NOTCHERS 
Springfield, Mass., July 14.—Ray 
‘Mixer, salesman for Springfield 
| Cadillac, Inc., was in Detroit at- 
; tending the three-day session of the 
Cadillac Merit Men's convention, an 
lannual gathering of the leading 


{salesmen of the Cadillac Motor Car | 


|; Company from all over the country. 
|Membership in this organization is 
|based on the volume of sales and 
}as there are only 120 members in 
‘the entire country, it is considered 
'a high honor to be in this list. 


NEW DE SOTO DEALER 
Los Angeles, July 14.—Domenick 
Basso, veteran automobile dealer, 
been appointed De Soto-Ply- 
way district, with headquarters at 
Basso has 
been in the automobile business in 


owners is a call immediately after ‘this district since 1915. . 


| Systematically, with the salesman’s | 
; Own owners as the backbone of his! pect, 


jeverything that can be dug up in 


“When a salesman gets a pros-| partment, which has materially in- | *P 
we discuss the matter from all|creaseq our shop volume, A_ sign |‘! 
jangles, including history of past | ajso directs the customer's attention | 
ownership, past performances and | to this service. In other words. the | 
isigns in our service department are 


M’CLAREN PLANT ON 
24-HOUR SCHEDULE 


the case. This is absolutely essen-| 59 arranged, that a customer may| Charlotte, N. C., July 14.—Irving 

tial and our records are very uSe€-/| immediately be informed that we/|Eisbrouch, vice-president and gen- 

mo. h h |are in a position to render him any | era] manager of the McClaren Rub- 
“A new prospect who changes | service he may need for his auto- 

on hos oe ‘ : ber Company, says that the local 

from the cheaper cars to our! mobile. For increased volume =| agin ; 


plant is now being operated on a 
twenty-four-hour schedule six days 
|a week. The output has been built 
up to 800,000 pounds, or around 
45.000 automobile and truck tires 
each month. 


bracket is generally treated in a] pave put in a bonus system for the | 
different manner, as he is not used | seryice manager, which is an in- 
to the features of high-priced cars. | centive for him to sell more service. 
Our field is much more restricted | ~pis same method of -Compensation 
than that of the average dealer in | ajso applies to our parts manager. 
the low and medium-priced classes, |tn order to increase the sale of ac- 
and the method of approach must | cessories, we keep two new cars| 
be adapted to fit the condition.” equipped with every accessory pos- 
E sible on our salesroom floor at all 
LOHMAN WITH FIELDS itimes. In addition to this we have 
Rochester, N. Y., July 14.—Arthur|a complete accessory display in the 
C. Lohman, operator of his own!salesroom on which every accessory 
automobile business for the last ten} we handle is mounted. 
years, has accepted a position as We also hold regular department 
sales manager with C. W. Fields,| manager’s meetings, at which time 


M. B. BELSKY HONORED 


Dubuque, Ia., July 14-—Max B. 
| Belsky, secretary-treasurer of the 
| Belsky Motor Car Company, Bitick 
}and Pontiac, has been accorded a 
signal honor in the community, now 
heading the Rotary Club as presi- 
dent. He recently returned from a 
extensive trip to the West, Including 











Chrysler and Plymouth distributor} the various phases of the business, 
in Rochester. Lohman was secre-| as a whole, are discussed and each | Seattle, Wash., made in the inter 
tary, and manager of this year’s} department is carefully checked to|ests of Rotary and to observe busi- 
Rochester Automobile Shaw. |} eliminate losses or leaks, and also! ness conditions. 
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The Economic Aspect of Repeal 


N his speech accepting the Democratic nomination for 


Mai) subscriptions to 1926 Broadway 


New York city 


President of these United States, Franklin D. Roosevelt 


made a remark which deserves more careful attention than 
it probably received. It was at the end of his hearty indorse- 
ment of his party’s plank demanding repeal of the Eighteenth 
Amendment, and the remark called attention to the fact that 
repeal actually is tied up with the economic questions which 
are to be made part of the campaign discussions. 
Automotive Daily News would earnestly urge its readers 
to consider the question of the repeal of the prohibition 
amendment as a vital part of any attempt to restore pros- 


perity to this country. 

However unfortunate our position may have been 
financially and economically during 1930 and 1931, it was 
infinitely better than it is today. The Congress, which we 
all hope will soon adjourn, has loaded this country, business, 
industry and individual citizens with such a back-breaking 
burden of taxation that any obstacles to revival that may 
have existed before have been doubled. We are in a poorer 
position today to begin fighting our way back to prosperity 
than we were in 1931. 

If a considerable part of this overwhelming burden of 
taxation could be lifted from the shoulders of the country, 
our chance of staging a revival would be greatly improved. 
There are two methods of decreasing these tax burdens. One 
is to reduce the cost of government. Much may be done in 
this way, by lopping off the extravagances that grew up 
during our period of lush prosperity. This procedure, how- 
ever, will obviously take a considerable time. The second 
method of reducing necessary tax burdens is to find some 
new source of taxation not at present tapped. 

There is just one source from which we could hope to 
draw a volume of revenue that would make a really impor- 
tant reduction in tax burdens. This is from excise taxes 
collected on alcoholic beverages sold under government con- 
trol or regulation. It is not our purpose here to go into 
methods of handling liquor sales. The Canadian provinces 
have shown us how it can be done, profitably to the govern- 
ment and without debauchery on the part of the people. 

There has been so much lack of thought with regard to 
prohibition that it has been a little difficult to make some 
people see the matter as an economic problem, which it is. 
Some of our citizens have considered prohibition a matter of 
religion, which it emphatically is not. To others it has been 
a source of profit, which they will fight rather than lose. 
The ulterior motives of the professional prohibitionists are 
too obvious to need comment. 

Happily today many, in fact a large majority, of our 
people, are seeing prohibition as an economic problem, which 
it is. 

Another line of false reasoning, which has to be com- 
batted, is that those who would repeal the amendment want 
to do so simply because they want a drink. It does not need 
repeal to give Americans all they want to drink. While 
definite figures are lacking, it is probable that more alcohol 
is consumed in beverage form today than was drunk before 
the Eighteenth Amendment came into effect. 

This means that those who would repeal the prohibition 
amendment would force a great illicit industry which pays 
no taxes to any one, to become a Jawful business enterprise 
and carry its share of our tax burdens, 

How large a share of our total revenue could be derived 
from liquor taxes is not altogether clear. Prof. Seligman 
of Columbia University, one of the foremost authorities in 
the world on taxation, has expressed the belief that we would 
derive $1,500,000,000 per year from this source. Such a 
sum would enable the next Congress completely to remake 
the outrageous tax bill that the present session has foisted 
upon the United States, Certain it is that a very large 
‘evenue can be derived from a regulated liquor industry and 
‘tribution. Even a return of a billion dollars from a source 








A. D. N. Offers Dealers $100 for Letter 








This Newspaper Will Pay $100 for Best Letter of Month, $5 for Best Letter Each 


ig 


Daily News is now running. 


Day. 


Read Offer Below 





has been decided to broaden a little the rules of the prize contest which Automotive 
Instead of offering prizes for letters from dealers who 


are doing more business than they did last year, we now include all dealers, even though 
they may not be exceeding the profits they earned in 1981. 

Therefore, Automotive Daily News offers a monthly prize of $100 for the best letter 
from any dealer, telling how he has managed to keep his business out of the red this 
year, or giving the most constructive idea on how to increase profits, even though his own 


business may not be exceeding that of 1931. 


The plan is 


to pass on to other dealers 


methods, systems or ideas that will help them get more out of this reluctant market. 
The editors of Automotive Daily News will be the judges of which letter is best, and 
prizes will be awarded by them, their judgment being final. 
Furthermore, Automotive Daily News will publish every day the best letter received 
that day and will pay the dealer writing it $5. 
Get busy, you dealers, and grab yourselves $100 or a consolation $5, by passing on to 
your fellows the recipe that is enabling you to make money in a tough year. 





62% ALL NEW CARS 
BOUGHT BY PERSONS 


WITH $3,000 INCOMES 


(Continued from Page 1) 
of a continuance of their jobs and 
incomes. 

Another indication of the import- 
ance of this market is the fact that 
85.5 per cent. of all cars sold are 
priced at $750, wholesale, or less, 


according to the N. A. C. C. Cars 
listing at the factory from $751 to 
$1,000 account for 8 per cent. of all 
sales, while cars selling at the fac- 
tory at from $1,001 to $1,500 account 
for only 3.9 per cent. of the total. 





opinions of our readers, They are 
something to say en any phase of a 


In This Corner... . 


Opinions, suggestions, complaints, criticisms, grievances or what 
have you. Open to every one to say anything, anyhow, any time, The 
communications printed in this department represent the ideas and 


or abusive, let us hear from you and we will! tell the world. 










not necessarily ours. If you have 
utomotive activity, wholesale, retail 






Indorses Plan to Organize 
Users of Highways 


Automotive Daily News: The 
movement just started by the auto- 
mobile industry, known as the High- 


This leaves less than 3 per cent. for | way Users Conference, for correc- 


cars listing at over $1,500, whole- 


sale. 


BUYS HALF INTEREST 

Union City, N. J., July 14.—Guido 
Cutrona, automobile painter and 
repair man, has purchased a half 
interest in the Columbia Auto Serv- 
ice Corp., 4288 Hudson Boulevard, 
Union City from William Schweitzer, 
who will continue active in the busi- 
ness. He was owner of the Cutrona 
Auto Painting Corp., formerly of 
Union City and North Bergen, and 
has been in the body repair busi- 
ness for thirty years. 


| COMING EVENTS | 





JULY 
1i—Germany. Grand Prix Automobile 
Race. 
17-19—Detroit. National Team and Truck 
Owners’ Association. 
20-22—Llandrindod, Wales. 
Show. 


Commercial Car 


AUGUST 
22-26—Denver, Col. American 
Society Convention : 
30-Sept. 1—Cleveland. S. A. E. Aircraft 
Meeting 


Chemical 


SEPTEMBER 
12-17—Cleveland. Machine Shop Practice 

Meeting, A. S. M. E. 
15-17—Atlantic City, N. J. American Trade 
Association Executives Annua)] Meet- 


ing. 
19-20—Harrisburg, Pa. Pennsylvania Auto- 
motive Association Convention. 
22-22—Chicago. National Association Motor 
Bus Operators. 


OCTOBER 

3- 7—Buftalo, N. Y. National Metal Con- 
gress. Sponsored by American So- 
ciety for Steel Treating, with co-op- 
eration of American Society 
Mechanical Engineers, Institute of 
Metals and Iron and Steel Divisions 
of American Institute of Mining and 
Metallurgical Engineers, American 
Welding Society, Wire Association. 


3- 7—Washington, D. C. Nationa) Safety 
Council Meeting. 
3- 7—Buffalo, N. Y. National Metal] Ex- 


nosition. 174th Regiment Armory. 
W. H. Eisenman, 7016 Euclid Ave., 
Cleveland, director. 

4- 6—Toronto. Transportation Meeting, 
8S. A. E 


-22—London, England. Olympia Show 
-22—-Atlantic City, N. J. National Hard- 
ware Association, Accessories Branch 


NOVEMBER 


14-16—Atlanta, Ga. Nationa] Tire Dealers’ 
Association 


DECEMBER 
2- 3—Chicago. 
Association Convention. 
5- 9—New York. Annual Meeting A. S. 
M. E 


5-10—New York, 
Enginereing Exposition. 

5-10—Detroit. Third Annual Joint Trade 
Show, National Standard Parts As- 
sociation and Motor and Equipment 
Manufacturers’ Association, Conven- 
tion Hall. 


National Standard Parts|investment in their products. 


ting governmental extravagances, 
abuses and burdensome taxation, 


particularly as these things pertain | 
to the automobile industry, is a step 
in the right direction. 

In seeking ways and means for 
making this undertaking effective 
they should not overlook the one 
sure opportunity that will lead to 
certain success. That. opportunity 
is in properly organizing the some 
25,000,000 automobile owners 
throughout the country, and then, 
through them, elect and send men 
to Washington pledged to put 
through a constructive program of 
business legislation formulated and 
sponsored by the leaders of the 
automobile industry. 

It is the greatest opportunity an 
industry ever had to do a construc- 


| tive, helpful, needed service for its 


customers—a group of people who, 
because they are not organized and 
have no leadership, have been sin- 
gled out and made the object of un- 
fair, discriminatory taxes by a lot 
of incompetent politicians, who make 
their living by squeezing every dollar 
of taxes out of the public it will 
stand for. The taxes they have 
piled on the motor car have be- 
come so burdensome that thousands 
of owners have been forced to dis- 
continue the use of their cars; other | 
thousands have greatly turtailed| 
using their cars, while still other 
thousands are unable to purchase 
automobiles because the taxes make 
their operation too expensive. 

The automobile owner, it is true, 
pays the taxes, but nevertheless 


of |every dollar of excessivve taxation 


on automobiles promptly reacts 
against the automobile manufac- 
turer in reduced sales. Not only is 
it an opportunity, but a duty the 
automobile manufacturers owe the 
millions of motor car owners to 
make it possible for them to assert 
themselves as a body by backing a 
movement with their votes designed 
to throw the incompetent tax eaters 
out of office and replace them with 
men pledged to do a definite job. 
The public has manifested its 
confidence in the automobile manu- 
facturers by making a substantial 
Now 
it surely is reasonable to assume that 
an industry which can influence 


Power and Mechanical | millions of people to obligate them- 


selves to the extent of purchasing an 
automobile, can also influence their 
votes in backing a program designed | 
to help them realize the most satis- 





not now paying anything would go far to speed revival of 
business and a return of prosperity. 


This is: the reason why 


we so earnestly urge all our 


readers to consider the repeal of prohibition as an economic 
measure contributing to the financial welfare of the country. 





faction and the greatest value from 
their investment. 

In working with voters, however, 
it is necessary to make action simple 
and easy for them. Merely suggest- 
ing over the radio or in newspaper 
statements, to write their repre- 
sentatives requesting economy means 
nothing; in fact, if stopped, there is 
a waste of time and money, Only a 
very small percentage of voters 
would know how to address a letter 
to reach their representatives, and 
even if they did know, and wrote 
such a letter urging economy, it 
would still mean nothing. Econo- 
mize on what and where? That is 
the point. The average voter is not 
sufficiently informed to be specific 
on questions of governmental econ- 
omy. Therefore, to make such a 
movement effective, it would be 
necessary to tell the voters just what 
to do and how to do it. Tell them 
exactly whom to vote for and why. 
Tell them exactly whom to write to 
and what to say. 

The greatest difficulty in getting 
action out of an individual in mat- 
ters of this kind is due to a feeling 
that his vote or support is not im- 
portant and does not count. But if 
he knew he was working in unison 
with millions of other voters and 
supporting a plan designed to give 
him personal relief, and that plan 
was sponsored by the ablest busi- 
ness men in America, he would put 
some enthusiastic effort into the 
job. He would have an incentive 
not only to vote himself but to use 
his influence in getting his friends 
and neighbors to vote likewise. 

When carefully analyzed, it is evi- 
dent that working through the au- 
tomobile owners and using them as 
a nucleus around which to organize 
the vast army of intelligent but dis- 
gusted, leaderless voters is an ap- 
portunity containing every element 
of success. It only awaits leader- 
ship. S. C. ROBBINS, 

Detroit, Mich. 


LOUISIANA VOTES DOWN 
LICENSE CUT BILL 


New Orleans, La. July 14.— 
Through failure of a Senate com- 
mittee to act upon the bill, a meas- 
ure passed by the Louisiana House 
of Representatives reducing the 
minimum license on automobiles in 
this state from $15 to about $5 was 
killed in the Legislature, which has 
just closed its session. 

Automobiles of 27 horse power 
and less would have been taxed at 
the rate of 24 cents a horse power, 
or from $5 to $6 a year on small 
cars. The present minimum is $15. 
Other automobiles would have been 
taxed in two groups, cars of 27 to 
35 horse power paying 48 cents a 
horse power and cars of more than 
35 horse power paying 68reerés. 


~, 
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Production -- Engineering -- Factory 


FUSION WELDING AS RELATED TO 
STEEL CASTINGS 


By R. S. QUINN 
Treasurer, Lebanon Steel Foundry 


(FIFTH INSTALLMENT) 


It is well to give a word of caution against dependence alone on 
averages in evaluating laboratory tests of welded specimens. While very 
valuable, averages do not tell the whole story. The extent of deviation 
from the average is a vital factor to the engineer, who would not be 
justified in selecting for a highly important application a part which 
might, because of properties appreciably below the average, result in a 
serious hazard. Consistency of results is essential for certain uses. 

X-rays, gamma-rays and magnetic testing afford means of obtaining 
useful information about fusion welds. Obviously, the first two methods 
are commercially practicable only in the case of highly important appli- 


cations, where the cost of testing is a small factor. The better chance 
for the commercial use of such methods for testing welded objects would 
seem to be where welding is done on a large scale, involving many pieces 
of the same kind, as in fabrication on a production basis. The utility 
of X-ray or gamma-ray examination in some such instances might be 
practicable in guiding the manufacturer in the selection of the best 
procedure, following the examination of pilot or experimental castings, 
before starting regular production. Such a practice would, of course, 
find its greater feasibility in connection with comparatively large parts, 
the cost of which would prompt hesitation in making machining or other 
destructive tests. 

Mention has been made of the extent to which fusion welding has 
been employed advantageously in connecting steel castings to wrought 
steel parts. Those engineers who have studied welding from an economic 
standpoint perceive the fallacy of forming by fusion fabrication many 
intricate portions of assemblages, some parts of which lend themselves 
nicely to welding fabrication, by shape, by number of pieces wanted, and 
by intended use. 

It is believed that a number of illustrations showing the employment 
of steel castings in such composite construction will convey the best idea 
of its utility. 

It will be noted that both gas welding and arc welding have been 
employed. A great many cast steel parts have been used as portions of 
composite assemblages which have been applied successfully, which can- 
not be illustrated, for lack of space. 

The author hopes his explanations will demonstrate that the steel 
foundry man happens to occupy what might be said to be a “middle 
ground” position in regard to welding. It is a position that combines 
long familiarity with fusion fabrication, with appreciation of the fact 
that steel castings have been used for certain purposes in the past where 
welded structures employing nothing but rolled shapes are now employed 
most economically. The discouraging aspect of this from the foundry 
man’s viewpoint is counteracted by the realization of his ability to cast 
intricate shapes successfully for many purposes, enabling him to cooper- 
ate with the welding engineer, to the end that composite structures may 
be produced to the best economic advantage for the consumer, 

Emphasis has been given to the fact that engineers are not yet 
justified in placing dependence on a welded joint for the most severe 
stresses to which certain parts are subjected in industrial applications. 
In one other respect is the engineer’s consideration required, namely, 
the difficulty of successfully welding many varieties of alloy steel parts, 
both as to the homogeneity of the fused joint and as to the physical 
characteristics in the joint, gauged by the proverties in the base metai 
when the latter is made from a special variety of steel. Much intelligent 
work has been performed by welding experts in the effort to develop in 
weld metal a fair approach to the chemical composition of alloy steel 
that has been welded. Progress has been made in this direction in con- 
nection with certain kinds of alloy steels. For example, special welding 
rods are used for parts made from austenitic manganese steel. But, among 
other problems, that of liquefying each of a great many grades of alloy 
steel without changing the proportion of each of several significant 
elements in the composition, is an extremely difficult one to solve. It 
will probably represent, for some time to come, a barrier against the 
very extended use of welding those parts of many grades of alloy steel 
which are serviceable largely in proportion to the special nature of their | 
chemical composition. 

A final comment is appropriate to make regarding the various details | 
that need careful consideration in connection with the use of the arc} 
or the employment of gas. Considerable intelligent study has been given | 
to such matters by competent engineers, who have made sufficient tests | 
(chiefly on wrought steels) to justify sound recommendations as to com- | 
position, coating, and diameter of rod; amperage of current; position | 
and character of electrode; design of fillet connection; pressure and | 
admixture of gas; nature of burner tip, and other factors that determine 
the quality of weld metal. These welding experts have also obtained and 
published valuable information regarding the best practices to employ 
when welding numerous varieties of alloy steel, including those in the 
high alloy classification. There is, all told, much information available 
in current literature on this interesting subject. It is natural that most 
of it should have significance particularly for those who depend on or 
contemplate fabrication in uniting rolled steel parts by fusion. If the 
author has been able to throw light on the subject of welding as related 
to the product of the steel foundry, he will have accomplished his pur- 
pose, especially if his contribution should prompt others to contribute 
information through the discussion of this paper. 





granules are cemented to the metal 
base to give a resisting, abrasive 
edge. 


Colmonoy Inserts 


«he Booth Engineering Company 
is offering Colmonoy inserts con- 
sisting of these crystals in a matrix 
of tungsten, which are recommended 
as a substitute for diamonds for use 
in various types of cutting tools. It 
is claimed that the inserts do not 
oxidize or crack under high tempera- 
tures and their hardness is between 
nine and ten in the Moh scale. 

Colmonoy granules have the same 
composition as the inserts, ranging 
from 16 to 60 mesh and are applied 
to thin edged tools such as shovels, 
by spreading thinly on the surface 
by oxyacetylene flame . until the 


Facing rods are also put out in 
this material. The No. 1 rod is 
recommended for gas or electric 
welding, making a hard facing for 
general use. It is applied by means 
of an oxyacetylene torch. 

Colmonoy overlay compound is 
designed for arc application to give 
a hard, abrasive reSisting overlay. 
This is spread evenly over the sur- 
face to a depth of about an eighth 
of an inch and is fused fn with a 
carbon pencil, The Colmonoy ma- 
chine tool overlay is for tipping lathe 
tools by welding on from,the rod by 
an oxyacetylene torcl., ,;;} , 


CHUCK GAUGE 


The Martin & Stoner Company is 
offering to the trade its new chuck 
gauge, under the name Favorite. 
This device is designed to handle all 
kinds of tires, including the new 
air wheel or Jumbo, the balloon 
and high pressure types. It regis- 
ters all pressures from 5 to 100 
pounds, It inflates the tire and 
registers: the tire pressure at the 
same time, thus obviating discon- 


necting to check pressure or stop- 
ping to pull a trigger. 

This gauge attaches on the end 
of any air hose and may be used 
with an air reel or tower. The de- 
vice is light in 
brass and bronze. It can be installed 
in two minutes. The list price is 
$3.50. 


WIDIA PRICES REDUCED 


Thomas Prosser & Son, represen- 
tatives in this country of Fried 
Krupp of Essen, Germany, announce 
a general price reduction on all 
Widia cemented carbide tools and 
tips. The reductions run from 10 to 


50 per cent. on various tools depend- | 


ing on the size of the tip used. 
The base prices of Widia tips have 
been reduced from 10 per cent. to 
40 on the largest tips. It is also an- 
nounced that labor charges for man- 
ufacturing tools have also been re- 
duced. The Prosser organization is 
now offering milled and brazed tools 
This means that the tools are of- 
fered complete ready for grinding. 


LEASES IN NEWARK 

Newark, N. J., July 14.—Salkaln 
Motor Truck Bodies, Inc., has leased 
from Waverly Storage & Warehouse 
Co. the building at 100 E. Peddie 
St. The Salkaln concern will manu- 
facture and repair custom built 
commercial truck bodies. 


In the new semi-trailer, model 
B-941, Fruehauf introduces a light 
duty semi at the lowest price at 
which a Fruehauf trailer has ever 
been offered. The price is $290, less 
supports, f. o. b. Detroit. 

The B-941 has a normal rated ca- 
pacity of three to five tons, but is 
stated to be built with surplus 
strength in every part to take care 


of all conditions and meet all cir- 
cumstances. 

The frame of the new Freuhauf 
is of pressed steel with side mem- 
bers formed from one piece of steel 
—depth 7 inches. Cross members 
and gusset plates are die formed 
from one piece of steel and hot riv- 
eted. The axle is forged with nickel 
steel with a 2x2'!4-inch beam and 
a 2%-inch spindle. A small upward 
camber is put in the center of the 
axle. This gives a slight inward 
slant to the dual tires, so that in 
traveling over the highway both in- 
ner and outer tires fit the crown of 
the road. 

The upper half of the Fruehauf 
fifth wheel is, built into the front 


weight, made ot- 
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AUTOMOTIVE FUELS, LUBRICANTS 


By C. A. ARENTS 
Oregon State College, Corvallis, Ore. 


(SECOND INSTALLMENT ) 


As mentioned above, the sulfur 
dioxide formed from burning sulfur 
may result in sulfurous acid, which 
is very corrosive. The amount of 
sulfur dioxide formed depends 
upon the amount of sulfur present 
in the gasoline, and this amount is 
determined by the A. S. T. M. lamp 
method, which is only a tentative 
standard at present. The govern- 
ment specifies that not more than 
0.1 per cent. sulfur shall be present 
in a gasoline, This value is made 


to cover all parts of the country. 
In sections of the country such as 
Oregon this allowable maximum sul- 
fur content could be more, since 
the temperature rarely gets below 
the dew point where condensation 
of water takes place. Without water 
no sulfurous acid can be formed, 
so it is still a debatable question as 
to how much sulfur may safely be 
present in a gasoline. 

Although it has been said that, 
generally speaking the A. S. T. M. 
distillation test is the most impor- 
tant single test that can be made 
on a gasoline, the speaker considers 
the anti-knock test to be the most 
significant for the coast gasolines, 
Since they all give practically the 
same distillation characteristics, but 
vary widely in anti-knock value. I 
may quote Dr. G. G. Brown, who 
said after a four-year investigation 
for the Natural Gasoline Associa- 
tion: “Volatility and anti-knock are 
the two most important properties, 
and as compression ratios increase 


| anti-knock will become the more im- 


portant of the two.” Therefore, the 
anti-knock test seems to be of para- 
mount importance as far as We are 
concerned locally. 

Detonation is caused by high 
compression waves striking the sides 
of the cylinder due to uncontrolled 
combustion If we take one end of 
a rope that is lying outstretched on 
the floor and give that rope a short 
snap by raising the arm and bring- 
ing it suddenly downward, the im- 
pulse will travel along the rope in 
the same manner that harmonic 
waves travel through the atmos- 
phere. Just as soon as the impulse 
reaches the end of the rope there 


end of the frame and contains the 
king pin. This king pin is the same 
as used on all Fruehauf Manual 
semi-trailers. It is 2% inches in 
diameter, securely riveted into the 
upper fifth wheel and has strength 
not only to handle all normal 
stresses and strains, but to hold 
under extreme conditions. 

The B-941 may be operated with 
a permanent hook up, in which case 
supports are not necessary. If, how- 
ever, it is necessary to use the trac- 
tor-truck with other trailers for other 
purposes, supports should be mounted 
at the time of purchase. These are 
supplied and mounted at an extra 
cost of $70. Power brakes may also 
be installed and are necessary in 
many parts of the country. They 
give the driver complete contro) of 
his equipment at all speeds and on 
all grades. Various types are avail- 
able—vacuum, compressed air and 
electric and are supplied at extra 
cost. 

Fruehauf also produces bodies to 
fit the new B-941 in all styles and 
sizes—stake and rack, solid side, 
steel panel and van type. 





is a sudden snap and this end flies 
up in the air toward the person 
starting the impulse. This sudden 
snap or impulse is analogous to 
detonation. In the cylinder the 
compressed charge takes the place 
of the rope, and the impulse is a 
tiny spark thrown out by the spark 
plug. The charge immediately 
starts to burn. As each portion of 
the charge burns it expands and 
becomes very hot, at the same time 
compressing and heating the 
charged portions which have not 
burned. The compression and heat- 
ing of the unburned portions of the 
charge raise its temperature beyond 
a certain critical point, and the un- 
burned gases explode with great 
violence, producing high pressure 
waves of infinite velocity. This sud- 
den explosion is analogous to the 
sudden snap of the rope. These 
waves, as I have mentioned before, 
strike against the cylinder walls so 
hard that an audible knock or ping- 
ing is produced. The unburned 
quantity of a gasoline which will 
explode in this manner determines 
its anti-knock value. The smaller 
this quantity becomes the higher 
the anti-knock rating of the fuel. 

It is seen that anything that 
would tend to raise the gasoline to 
its critical temperature and pres- 
sure would also tend to increase the 
knock tendency of that gasoline, 
Thus the formation of carbon in the 
cylinder would have the effect of 
increasing the compression ratio, 
causing the knock tendency to in- 
crease. 

Just what are the effects of con- 
trolled or uncontrolled combustion, 
or to be more specific, detonation? 
By looking at slide No. 2 it is seen 
that detonation which may be sub- 
stituted for the words “Compression 
Ratio” decreases as the spark is re- 
tarded. Practically everyone has 
experienced the “pinging” noise 
when a car was laboring up a hill. 
In such cases this commonly called 
spark knock may be eliminated by 
retarding the spark. As the detona- 
tion becomes less the speed is in- 
creased and the power output also 
increases. Since the loss of power 
in the form of heat takes place 
when detonation exists, the less the 
tendency to detonate the less the 
loss of heat; therefore, a decrease in 
detonation causes the engine to run 
cooler, This is shown by the curve 
when both the air and water tem- 
perature decrease as the knock 
tendency is decreased. 


What has been said about detona- 


| tion also applies to the compression 
| ratio. 


The engine actually runs 
cooler if the compression ratio is 
increased due to the fact that less 
fuel is wasted in the form of heat 
loss. The exhaust valve, which is 
the hardest worked and therefore 
the weakest element in all engines, 
tends to run at lower temperature 
in high compression engines. 

If the volumetric compression 
ratio is changed from 5.1 to 7.1, the 
percentage increase in power and 
decrease in fuel consumption is 19 
per cent. 

The answer to the question, 
“What is the present trend in auto- 
motive engine design?” is high com- 
pression engines, since an increase 
in the compression ratio means @ 
decrease in the fuel consumption, 
increase in the power output, cool- 
er engine temperatures, less wear 
one engine parts, increase in the ac- 
celerating ability at high speeds 
and lower bearing pressures. The 
latter three advantages are beyond 
the scope of this discussion. 

At the present time the increase 
in compression ratio is directly de- 
pendent on the fuel. The effort is 
to produce a fuel with a high anti- 
knock value. This is indicated by 
the fact that some of the more pro- 
gressive oil companies seem to be 
having a race to see which can raise 
the anti-knock value to the high- 
est point. The auto-ignition tem- 
perature and pressure of a gasoline 
also limit the value to which the 


(Continued on Page 8) 
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Studebaker—D, Jenkins besten | 
Company, Weatherford. 


New Dealers 


. —Sh the company, states that its entire 
aaa foe gh este wee FOR FISK RUBBER co. | cost can te borne by the cha. ber 








| Company, Lexington; Shenandoah 

ppointe | Motor Sales Company, Staunton. Se ee |by funds already raised through 
Studebaker—Woods-Brevick Mo-| Chicopee, Mass., July 14.—Believ- | public subscription. Chicopee is the 
| tor Company, Pocahontas. \ing that prompt adoption of a suit-|home of the general offices and 

TEXAS WASHINGTON | able reorganization plan Is the only| one of the plants of the company. 
Nash—C. J. Moore Auto Mart Nash—Marsh-Pearson Motor Com- | i by which security holders and| The committee states that the 
aoe’ ms = nit _, pany, Vancouver. |creditors can recover their invest- company has been operating under 
Ranger; Ragland’s Garage, Long WISCONSIN | ment and recoup their losses, the / the heavy burden of receivership 
view, ‘ | Rockne — Templeman Brothers,| Chamber of Commerce of Chicopee | for eighteen months, and that fees | 
Rockne—D, Stahl & Sons, NeW) poperts, has formed an independent protec-|and expenses in connection with | 
Brauntels; Palacios Auto Company, Studebaker — Theodore Fryklund,| tive committee for the purpose of|the receivership have cost the se- 


Prentice: Little Chute Motor Inn,| ending the receivership of the Fisk | curity holders to date a substantial 


Inc., Palacios; Devers Implement 
Company, Inc., Devers. 




















CHAMBER GROUP PLANS possible, This committee, which is 
VIRGINIA TO END RECEIVERSHIP asking the deposit of securities of 


Little Chute. 'Rubber Company as quickly as portion of their equity. If the com-' 











pany is liquidated, the committee 
declares, the large investment in 
properties and the value of its good 
will as a going concern will be al- 
most a total loss, Consequently, the 
committee believes a concerted ef- 
fort should be made by all bond and 
note holders, and all other com- 
mittees interested in the Fisk prop- 
erties to support a reorganization of 
the company without further celay. 
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4 Spec Coupe. ‘ -1,040'5 Con Phaeton 1,090 wheels, R. M.}.795' F. W.) . «+ 859 50 ANCOLN—12-cyl. 145 W. B. — 5 State Sedan. .1,855'7 State Limous. 2,005 
5 Vic. Coupe... .1,060'5 Sot Phaeton...1,155 9 Business Coupe 2-4 Coupe (R.8.) Custom Models ___ PIERCE ARROW—54. 137 W. B. . 
BUICK—8-cyl. 118 W. B. (5 wire or wood { 6 wire or wood _ 2Con. Road. (R.S.) |5 Con. Sedan 5 Club |5 Club Sedan ...3,150 STUTZ—6 cyl. 12716 W. B. 
ae wheels, wheels, 2 F.W.).865 [» Baro ‘ i Brougham ...2,850/5 Tourer ........3,150 : 
os. Models 32-60 ‘ 1 F. W.).....809.50 5 Sedan (6 Dem. see ee ee GEE sseees 2'985/5 Club Berline ..¥,350 rpg 
2 Bus. Coupe... .1,250'5 Sedan .... 310 » Business Coupe | wood wheels, 2 Dietrict tric : 4COUDE ciscece 2,985|5 Spt. Phaeton 3,350 5 Coupe ....... 1,895|Club Sedan .....1.808 | 
4 Spec. Coupe. ..1,290/5 Con. Phaeton. .1,310 ~ “(¢ wire wheels. OWED sscccks OO Gaus ich) ...5,000; la — ears: 6,500 | Con. Coupe {5 a. ae 3350 > Sedan .......1,895. Cab, Coupe ,...2,185 
4Con. Cp. Rdst.1,310'5 Spt. Phaeton. .1,390 si. 82515 Sedan (6 wire Sudkins 6,100) toa ster, 200 Roadster ....3,100 , wom 8 COUPE ..ceces 1,895 
som Sy. = “Stew btn —.- 7 Brougham, PIERCE ARROW—S4. 142 W. B STUTZ—A* cyl. 134% W. B 
ms f , 5 an 5 Dietrich .....5,150| Bru se cecknn teene — : a 7 oe : : coe 
nq Models 32-80 --, wheels, R. M.)..835' wheels, R. M.)..885 2 Coupe (R.8.) Soun teen povee te 7 Sedan .. ....3,185|7 En. Dr. SV-16 Challenger Series 
$5 Vic. Trav. Cp.1,540|5 Sedan ........-1,570 5 Sedan (5 Dem. 2-4 Con. Coupe Judkins .....5.350 Willoughby " 100 7 Tourer .,.....3,450| Limousine ,...3,450 5 Coupe 2.395'Club Seden 2,780 
BUICK—8-cyl. 134 W. B. wood wheels, | (Swireor Wood —_ § Berline, 15 Cabriolet (N. GC." PIERCE ARROW—53. 137 W. B. 5 Sedan .......2,.680!Cab, Coupe .....2,880 
Models 32-90 5 eae a wing me Ree EM) 009 , Judkins .....6,700, of 8. 0.) 5 Club [5 Club Sedan ’...8,950 2 Coupe .”.....3,680' Torpedo Speed- 
7 Spt. Phaeton. .1,675/5 Club Sedan... .1,820 R }2-4 Con. Coury 7 Limousine, | Brunn ........7,200 Brougham ...3,650/5 Tourer ..... .+-3,950 2 Speedster .,..2,780) ster .... 2,880 
4C try Club Cp.1,740|5 Con. Phaeton. .1.230  WUeels. RM). 646) (6 wire or wood o; _ Willoughby . .5,9005 Town Cabriolet SSedan .......3,785/5 Club Berline ..4,150 tie , 
5 Vie Coupe..1.785'7 Sedan .........1,085 ali coal a a 925 5 Con. Victoria, ‘ ol Le Baron ....7,400 4Coupe ...... 3,785|5 Spt. Phaeton. ..4,150 STUTZ—8 cyl. 13414 W. B. 
4Con. Cp. Rdst.1,805'7 Limousine .... -2,055 sE—S-eyl. Ie . ‘ nouse = .9, 1 4 Con. Coupe 15 Con. Sedan... .4,250 SV-16 Custom 
5 Sedan ........1,805 D. K. Models Roadster ....3,900 ' 
P 7 2-4 Coupe R.S.) ‘5 Sedan (6 wire AO, 125 W. B. PIFRCE ARROW—53. 142 : coupe 7 + 3 Sos rors So Sp 4 ibs 
CADILLAC—V-8, Series 355 B. 134 W. 8. (5 wood or wire wheels, 2 F.W.).1,180 | Standard Models ‘OS —63. 142 W. B. 2C¢ chats orpedo Speed. .3,196 
chaein Mak) 1.1m s Coment 5 Sedan (5 wire |2 Con. Coupe (5 7Sedan .......3,985(/7 En. Dr. OUPe  ...+ee- 2,995/4 Speedster 
Fisher Bodies , . oupe (6 wire pe IT » 250 j 250 2 Speedster 3,095 (T C) 3,795 
2 Coupe ........2,795|2 Roadster ...... 2.895 5 Sedan (5 Dem | or wood wheels, . — as or a wire wheels). .1,445 OUTEr . 0c ee oye Limousine ... .4,250 Club on °° oe ee5is ota nes ccoeds 
5 St Sedan.. .2,895'2 Con. Coupe....2,945 wood wheels, 1 3 P. W.d.cccee 180 oupe { m4 PIERCE ARROW—52. 142 W. B. _P 
_ - peers R. M.) 1,145 2-4 Con. Coupe wire wheels) . .1,395 5 Sedan .......4,295i5 Club Berline ..4,600 | Versailles ....4,395 
CADILLAC—V-8, Series 2355 B. 140 W. B. § Sedan (5wire | (6 wire or wood MARMON—38-125 125 Ww 5 Club Sedan ..4,400) STUTZ—8 cyl. 13444 W. B. 
Fisher Bodics wheels, R.M.).1,145| wheels, — a tan oe = . = PIERCE ARROW—52. 147 W. B DV-32 Chall 
5 Coupe . ...+2,995/7 Sedan ......3,145 5 Coupe (5 were OH Wadi cee  <h e Luxe Models 1 Sedan 4.53517 *- D - B -32 allenger Series 
& Ste 6 . 9, wheels, R.) 5 Con. Sedan (5 5 Sedan (6 wire i2Con. Coupe (6 (SCGAN cseeeee ,535|7 En. Dr. 5 Coupe .......3,095/2 Speedster .3,4 
5 Stan. Phaeton.2,.995|5 Spt. Phaeton. .3.245 t R.M.) .1,145 | Limousin 4.300 p Pp EF oo.-3,480 
5 Spec. Sedan...3,045,7 Imperial ......; 3,295 2-4 Coupe (R.S.) wire wheels, e wheels) ......1,545) wire wheels). .1,595 o woe oy 5 Sedan ....... 3,380\Cab. Coupe ....3,580 
5 Town Sedan...3,095'5 A. W. Phaeton.3.495 (6 wire or wood | R. M.).....-+.1,395 2 Coupe (R S$.) (6 | PIERCE ARROW—51. 147 W. B. 2 Coupe ....... 3,380|Torpedo 
5 Spec Phaeton.3,095| wheels, 5 Con. Sedan (6 wire wheels). .1,545 oO ' tis, peeiets Club Sedan ....3,480| Speedster ....3,580 
Sh. Wetaicess 1,150' wire wheels, . on ictoria En. Dr. Limousine aatanitn 
CADILLAC—V-8, Series 355 B. 140 W. B. 5 Sedan 6 Dem.’ | 2 F. W.) ..+s- 1,430 | MARMON—16-Cyl. 145 W. B. (Le Baron)...5,200 (Le Baron)... .6,200 STUTZ—8 cyl. 13444 W. B. 
Fleetwood Bodies wood wheels, } 3 Sedan . ....5,700/2 Con. Coupe... .5,850 Coupe (Le Baron) {Town Brougham DV-32 Custom. 
S Sedan ........ 3,395|5 Town Cabrio! 4,995 2 F. W.)...... 1,180 See gee Se SEE eee opens ees 6,900, (metal beck) 5.300) (Bruna) ......6,708 § Coupe 3,395|4 Speedster 
5 T Joupe...3,395'7 Town Cabriol. .4,245 SSEX—fec ‘ 5 2-dr. Coupe.. .5, 5 Con. Sedan... .5,5 oupe (Le Baron) iTown Car ge 8 Sedan ..... **3'695) 
“hee Coup aaa Tin wronun, | 4s ESSEX—6-cyl. 113 W. B. 5 Cl Cpl. Sedan.5,800/7 Limousine ....6,100 (leather back).5,600| (Brunn) ..,...6,70 S Sedan ....... 5.058), CSC) woo «+ + 4,405 
MD. asa se06s 3,545 7 Lim. Brough. 245 Standard Series Club Sed: a Gabel , DO. vcsaseowe 3,695|5 Weymann Ver- 
7 Limousine ,...3,745! 2 Business Coupe.660\5 2-dr. Sedan NASH—6-cyl. 116. W. B. ‘Le pel 5 700! ian Po 7,200 2 Gpesdster ... 3 796) _ sailles .....-»-6,008 
CADILLAC—V-12. Series 370 B. 134 W. B. — in aoa om (3 windows)}.....735 Big Six Models on a= ba CEE soe eo os Cab aan ooneg oe Bearcat | 
Fisher Bodies , Br Sass <5 560 Some 2Coupe_.........777|5 4-dr. Sedan.,...840 (Le Baron)...5,700} Brougham Bear OF v8004 9 (116 B.).. 5,895 
2Coupe _.....-3,495/2 Roadster ......3,595 ESSEX—6-cyl. 113 W. B. 5 4-dr. Town !5 2-dr. Con. Sedan .935 Con. Sedan ) GREGOR? ences 7,200 Pearca nanene xa 
5Sian. Sedan. .3.595 2 Con. Coupe....3,645 Business Coupe...695jStandard Sedan...775 Sedan ......... 825 (Le Baron). ..6,100) STUTZ—8 cyl. 145 W. B. 
y . ~ , 5!¢ 7c "ry 6 s at. . he 
CADULLAC—V-12, Series 370 B. 140 W. B. = Oem pias: -e0e8 br Boccia! ae rr = © Ge  kkvcnckens 825!4 Con. Roadster...895 * PLYMOUTH—4-cyl. 112 W. B. SV-16 Challenger Series 
Fisher Bodies ROGUE sascacs 745'Con. Coupe.......845 NASH—8-cyl. 121 W. B us. Roadster... .495/4-dr. 3 win. Sedan.635 5 seq 
, 7 : cae wae f ‘ ee , yl. - . B. Bus. Sedan ..... .3,095/Cab. Coupe ..,..3,345 
5 Coupe .. «+ -3,695)7 Sedan .» 3,865 FORD—V-8. 106 W. B. Standard Eight Models 1s 54 ao: “1 + Bae tsi in. _ 7 Sedan .....,.3,145/5 Con. Sedan ...3,395 
5 Stuu phacton. 5 Spt. Fla 3,945 Roadster ........ 460/De Luxe Coupe. ..525 2 Coupe - 9655 4-dr. Sedan...1,015 “(R. .) ..... ON We TBD nccc. BRD NOTIN.» STEM 
5 Tow! : ( naeton .........495!Victoria .....0.0.- 0 , Sedan ......4., 5!5 2- j ca a 
5 Spec. Phaeton.3,795' Tudor Sedan .500|Cabriolet ........ ae ‘ Coupe bee eeees 1.015 Sedan ........1,098 "PS = 5 mee oe DV-32 Challenger | 
CADILLAC—V-12, Series 370 B. 140 W.B. De L. Roadster...500)/De Luxe Fordor ’ NASH—8-eyl. 128 W. B. an Thritt Models ~? § Sedan ....... 3,795|Cab. Coupe ....4,045 
; oe Sport Coupe......535| Sedan ..........645 ; = ; : 7 Sedan .......3,845'5 Con. S oe 
Fleetwood Bodies _ De L. Phaeton. 645'\Con. Sedan....... 650 | Special Twin Ignition Eight Medels » 2-dr. Sedan..., .495/5 4-dr. Sedan ....575 4 pS ae Con. Sedan ...4,095 
5 Sedan . 5 -4,095)5 Town Cabr 101. 4,795 De Luxe Tudor | 2Coupe .......1,270}5 4-dr. Sedan. ..1,320 PONTIAC—6-cyl. 114 W. B. ; 
5 Town Coupe.. .4,095|7 Town Cabriol. 4,94) Sedan 550 4Coupe .......1,320/5 Victoria ......1,395 2Stan. Coupe ...635/5 4-dr. Sedan ....72% STUTZ—8 eyl. 145 W. B. 
sree meee Sa Lim. Brough.. 4.945 FORD—4-cyl, 106 W. B. 4Con. Road... .1,395'5 4-dr. Con 5 2-dr. Sedan ....645|}2 Con. Coupe ....765 SV-16 Custem Series 
imousine ,,..4,445 Roadster wees 410i Le Lu ° Sedan ....... 1,475 4 Coupe (R.S.)...715|5 Custom Sedan ..795 
CADIILAC—V-16. Series 452 B. 143 W.B. GC ne Goune. . 28 5 Sedan 3,410|/5 W 
i cf 52 B. -B. Coupe ... . ..+..440/Fordor Sedan.... 540 NASH—8-eyl. 133 W. B. PONTIAC—V-8. 117 W. B. 7 Sedan “"!°3'460| Monte Carlo . .4,895 
Fisher Bodies Phaeton seen 445\Victoria ......... . .550 Advaneed Twin Ignition Eight Models 2 Stan. Coupe »  +845/ Con. Coupe ..,...945 7 Limousine |. '3'660/6 — . See 
2 Coupe _.......4,495|2 Roadster ......4.595 Hei?" Roadsier’ 490\De Luxe Forder” 3 4-dr. Sedan. ..1,595'5 Victoria 1,206 2 ee, SOR oes: 845/4 Dr. Sedan .....945 Cab. Coupe.....3,660' (Le Baron) ..4,995 
§ Stan. Sedan.. .4,59512 Con. Coupe....4,645 anort — = oe Lass Fordor Mi 4Coupe ........ 1'695'5 4dr. Con. 4 Coupe (R.S.)...925|Custom Sedan ..1,025 5 con. Sedan . 3'710'6 Sed. Limousine 
CADILLAC—V-16, Series 452 B. 149 W.B. De L. Phaeton 495 Con. Sedan... . 600 COD: Roadster.1.795' Sedan .. .....1,875 ‘REO—MODEL S—117 W. B. 7 Speedster ....3,895| (Le Baron) ..4,995 
— “hae coe, NASH—S-cv). 142 W. B. S Bien, Redan. eetiGian, Convertible» (ie Baron) ..0.000| (Le Daren) + A006 
5 Stan Phaeton.4,695) \5 Spt. Phaeton.. .4.945 BOGOR ciccces 500 Ambassador Twin Ignition Eight Models ae ; *"995) Coupe ‘ 1,045 5 Weymann __— aT O° en 
$Spec Phaeton.4,795'5 A. W. Phaeton.5,195 FRANKLIN—6-cyl. 132 W. B. 5 4-dr. Sedan. ..1,855/7 Limousine ....2,055 i 5. S-cyl. 1235 W. B. Cha It ...4,745|. (Le Baro 
CADILLAC—V-16. Series 452 B. 149° W Supercharged Airman S4dr. Brough...1,8557Sedan _....... 1, 955 Cc p ; : oo Ge Reson) . Ca 
d LAC— . Series 452 B. 149° W. B. 5 cugan 2.944 Vie. Brougham. .2,¢45 DMPO cc ceccces 1,565|Sedan .......... 1,565 6 Brougham 5 Weymann 
Fleetwood Bodies Coupe 2185-7 Sedan. 3543: OLDSMOBILE—6-cyl, 11615 Ww. B. Victor ‘weiehee. 1. 131 W. B aa °° Gee. eee 
5Sedau .... 5.09515 Town Cabrio! 5,795 Con Coupe. 2,390) Speedster F-32 Models ‘ men 7 ee oa ED << 
5 Town Coupe.. .5,095|7 Town Cabriel 5945 Club Brougham .2,395 wire wheels)., .2,545 2 dr. Sedan - 875 4 dr, Sedan ..... 955 PRGA VATS. sR OWERD «200012008 ea (Le Baron) ...4.798) 
7 Sedan 5.2457 Lim Brough. 5,943 Oxford Sedan, . |2.395|Limousine ......2,495 BUS Coupe - -875/Con Roadster .. 955 REO ROYALE—8-cyl. 135 W. B. STUTZ—8 cyl. 145 W. B. 
7 Limousine ....6.445 FRANKLI N—I12-cy1. 44 W. B Sport Coupe ... 925|Patrician Sedan . .990 Custom Models DY 7 are ae ae 
CHEVROLET—6-cyl, we W. B. 5 Sedan ee somites \. aoe OLDSMOBILE—8-cyl. 11615 W. B, Sten ah analaaae yr Con. Coupe.....2,445 ie -32 Custom Series 
Roadster ....... 445, 0 7 soach...513 “'" rougham.3,885'7 Limousine 4,185 L-32 Models Sse See 5 dan ....,,.4,110|5 Weymann 
pont dass eee eee Sane ass GRAHAM—6-eyl. 113 W. B. 2 dr. Sedan ++ 915} dr, Sedan ....1,055 ROCKNE—6-65. 6-cyl. 110 W. B. 7 Sedan ...... 4,160} Monte Carlo,..5,595 
Standard Coupe .49@|5 Coupe ..... frown Sedan......765'Sedan ..... 199 Bus. Coupe ..... o76/Con. Roadster . 1.085 Stenéeré Models Rg yh ry 
Coupe (5 win.)...490'Sedan ...... GRAHAM—6 cyl. (1933) 118 Ww. B. Sport Coupe ...1,025/Patrician Sedan .1,090 2 Coupe ...... $8515 Sedan ; 0 tte TY e Saree) . ...AAED 
zeesee eee mo eet bedin's ‘ 4 2 Coupe ......., 875)4 Coupe (R.S. y....925 PACKARD—4s-cyl. 12734 W. B. Coach . ses sees. +595]Conv. Roadster... .673 7 Speedster .. 4,595} (Le Baron) ..5,695 
De Luxe Goupe...510\Landau Phaeton @23 ‘SOS Cos. Coupe ns Light Eight PINGS ower esas 620 Cony. Sedan. 695 5 Sedan |7 Sed. Limousine 
anaes t a. i CR. S&S.) ...46-1,075 5 Sedan .......1,895|2-4 Coupe Road. .1,940 ROCKNE—6-65. 6-cyl. 110 Ww. 'B. (Le Baron) ..5,295! (Le Baron) ...5,695 
Cc SLER—f-cyl. 116 W. B. GRAHAM—8-cyl. 123 W. B. >» Coupe Sedan. .1,940) 2-4 Coupe ......1,940 De Luxe Medels 5 Weymann {7 Town car 
9 » ‘ a * » ry 
, Py —o poten ecient 895 2 Coupe ...... 1,005 -4 Coupe (R.S.).. 2,145 PACKARD—8-cyl. 12912 W. B. 2 Coupe ..... .630'5 Sedan .. 680 6 ——— 7 rr lh ns oy + Ae 
wood wheels). ..865/5 Siaeken 13 * 5 Sedan .. mets nue s aaaciiate Standard wens aéne ooo ad wine dia + -640|Conv Roadster... .720 Le Baron ,...5,495' Monte Carlo 
2-4 Roadsteri(RS.) |, Wire wheels! 915 GRABAM-—&- -cyl. 123 W.B a Cer ereeeeerevers vee Ry cs scance ony. Sedan......740 6 Sedan {| (Aluminum) . . 6,595 
coal aii. OG ees ‘eeenen a, PACKARD—8-eyl. 136% W. B. KOCKNE—6-75. G-cyl. U4 W. B. (ie Baron) . 6.08 
¢ E 2 Coup aa Ou { 1,220 $ S 
2-4 Coupe RS. 15 mood, wheels). 935 5 Sedan... Tateis Con coupe La Sista. Standard Models WILLYS-OVERLAND—6-cyl. 113 W. B. 
‘5 or 5 Con. Sedan (6 ~~ ‘ Tou B nev ody dO} u an 975 2 _ 
wood wheels). 885 , wire or wood eat DSON—K-cy! 119 W. B. 2-4 Coupe ...... 2,793;7 Sedan ........ 3, O35 ‘o— oe ‘soo poop 198 — 
' wheels) ..,....1,125 Standard Series 5 Phaeton .....2,850'5 Spt. Phaeton .3,150 5Sedan ......... "435! F Fd 2 Roadster ......535}4 Custom Sport 
CURYSLER—8-cyl. 125 W. B Business Coupe ..995|Standard Sedan.1,095 2-4 Coupe Road.2,850|7 Sedan Limou..3 coe One ee : 4 Roadster ...... 585’ Roadster .......718 
SLE yl. 125 : Coach ..........1,025 Special Coupe...1,115 5 Sedan ....... 2'885|5 Con. Victoria ROCKNE—6-75. 6-cyl 114 W. B. 3 Coune ...... ..650!5 Stand. Sedan ..740 
2-4 Coupe (R81, 2-4 Con Coupe $ Coupe «-.. «++ 3 ee Gam. Coupe ....1195 5 Coupe ........2,945'5 Con. Sedan ..: De Luxe Models Standard Coach. .650,5 Custom Sedan .770 
\s (R.S.) (5 wire or bwh Sedan..... 05 LO 2 J 4 Custom Coupe. .715 
5 qeels) .....-1,638', wood wheels) ..1.406 HUDSON—8-eyl. 126 W. B. PACKARD—s-cyl. 142% W. B. ioe 165 Conv Sedan... 840 saan 
Boune * ere pm 5 Con Sedan (6 Sterling Series De Luxe Eight § Sedan ..........780! oe WILLYS-OVERLAND—3-cyl. 121 W. B. 
a wees) 2 5 wire ot wood ape Sur Sedan.....1,275iSpecial Sedan . .1,295 2-4 Coupe ......3,350!7 Touring 3.595 STUDEBAKER é-ey. 117 W. B Series 88-8A. 
wood wheels). 1,475! oe NEES 008 BUDSON— 6-07! 132 W. B, 5 Sedan... , 3445/5 Club Sedan --.3,595 »coune .... Petre Coupe... 905 2 COBRe «vere 95514 Custom Coupe. 1,050 
: a ~ Major Series 2-4 Coupe Road.3,450|4 Spt. Phaeton .3,200 ~ Aer ehens Z a, 5 Sedan ......... 995|5 Custom Sedan. 1,155 
(CHRYSLER IMPERIAL—#-cyl. 135 W. B, Touring Sedan .1,445|Club Sedan. .....1,495 4 Phaeton 490|5 Con. Victoria. 4.025 *COURe ......... 890.5 Regal St. Regis 
2-4 Coupe (R.8.} ‘5 Con Sedan (6 Brougham ....,. 1,495'7 Sedan .........1,595 5 Coupe ... .3,55%5 Con. Sedan 4,095 5St. Regis |, Brougham ....1,020 WILLYS KNIGHT—6-cyl. 121 W. B. 
(4 wire or wood aie chee ae : Sean oe : ; kaimeecsss Brougham ..... 915'5 Regal Sedan. . .1,020 ; ; 
wire or wood HMUPMOBILE—216. 6-cyl. 116 W. B. 7 = 5 ' Series 66-E 
wheels) ......1,925/ wheels) ....... 2,195 5 Phaeton j.Com. © oe. Bo PACKARD —B-cp8, 1675 W. SB. Oates sense? a oo 
emia ie . § POSED 20+ Came, | oupe.. coe MO De Luxe Eight ¢4Con. Roadster..915| Roadster .....1,020 5 Custom Sedan ............sesees . 1,420 
£ Th cocccecee AO 2 Regal Coupe. ...945'5 Regal Con. *Over-all length of chassis tnptend of 





eee : 795 
wood wheels) .1,945) 4 Con. Cabriolet, .895! 7 Sedan ...... 3,695, 7 Sedan Limou..3,8955 Con. Sedan.... 985! Sedan ........1,090 


wheel base. 











ae sg oma w xa we AGopts Unusually Economical . 
PREVENTION SYSTEM USED pedestrian, the driver will be held | 
BY FLEET OPERATOR sie driving e lft tn some of Huge Fleet of Motor Trucks 





AUTOMOTIVE DAILY NEWS, FRIDAY, JULY 15, 1932 7 
low: 
these—such incidents as where a 


EFFECTIVE, SIMPLE ACCIDENT 
2 1 wo seaaeot wvonne « System for the Maintenance of 


Mantiva at aant . . cate where an adult darts out from be- | : . ‘ . . 
An effective, simple accident prevention system, without hind an elevated pillar. It is held, ‘he American Ice Company, in the operation of its 


bonuses and without penalties, has been evolved by the Na- however, that it is up to the driver| 1,487 trucks, divided among its various branches and sub- 
tional Sugar Refining Company, producers of Jack Frost|to anticipate the danger of those} Sidiaries in New York, Boston, Philadelphia, Baltimore and 





Sugar and other sugar products. situations, and drive with greatest} Washington, has developed an unusually economical system 
Since 1909, when the company be-@ ——————— | caution where there are children or of maintenance annie sala i iecdeiieaiaietes ee 

gan operation of motor vehicles, the | a an elevated structure. | E y : ki ; 

company’s trucks have had only one of the red Red accidents are those “3. Backing up accidents are held | The system has been so rapidly | New York stations we have a 


fatal accident. This single fatality|in which the National's driver is|to be avoidable. Most of these ac-| improved, under the direction of J. waa rudimentary 


occurred in such a way that the| partially or wholly at fault, black|cidents occur where a driver has} D. Bradley, that in New York, dur- These branch stati : 
driver could not be even remotely! those in which the driver cannot | come out of a building and starts to| ing a period when the number of Mr conden an 5 ae mechanics, 
held responsible. A small boy on| possibly be held to blame. |back up without due caution. This| motor vehicles in use doubled, the | snonsibilities similar to thove of the 
roller skates, back in 1911, hitched; at the end of the year, the total | is especially true where the truck! total cost of mechanical! repairs a saetiiioa > wees ~. e 
onto the side of a vehicle, and be-| number of accidents is computed | remains standing after the driver! actually decreased for the entire eae aie not eniiaaes 7 ~~ 
came entangled in the chain drive. | and these divided into black and|™ounts his seat, and he assumes | fleet. by rules and mins ant ae 
Without any elaborate campaign|red. A spirit of co-operation has| that the situation is as it was when| Mr. Bradley is a disciple of the/tems tt is their duty to see - it 
or series of lectures, Mr. V. S. Best,|been fostered among the drivers) he got on his truck. In order to| school that believes there is noth- tnat the vehicles are kept in shape 
automotive superintendent of the/| with the result that they take pride | meet this sitaution all drivers are | ing like a good set of mechanics tO | prow they do it is to a certain large 
National, has fostered a group spirit |in reducing the number of red ac-|instructed to have the helper on/| keep a fleet in order and that the | .xtent. their own lookout and ree 
of accident avoidance among the|cidents from year to year. |guard in the street, and to back| judgment and intelligence of 4) <,oncibility. although a very care- 
men. In the company’s garages at| The “Keep out of the Red” but-|‘their truck immediately after| properly selected mechanic makes 1.) check ‘on the “effectiveness of 
the Long Island City and Edge-/letin is entitled “Classification of | mounting the seat | for more economy im fleet operation their work is kept on cost blanks 
water, N. J., plants, he has placed a Accidents.” It begins with Point 1: | “4. Running into the car ahead is | than elaborate schemes in New York where. at the offices 
blackboard, on which the “honor “Failure to report an accident means |4VOidable. Drivers are instructed to} Of the American Ice fleet of 1487 oF the Knickerbocker Ice Company 
roll” of drivers who have had no|immediate dismissal.” proceed with sufficient caution and | vehicles, 1,090 are Fords. The rest | givicion of American Ice. Mr Brad- 


accidents during the last year is! This first point, and points 2 to 6,/@lertness to meet contingencies and | include Whites, Macks, Pierce- 
posted, describing classes of accidents for | t0 always be in a position to control| Arrows, and 120 electrics. There (Continued on Page 8) 














Possibly the chief stimulus to! which the driver can be held re- | Siem truck even though the oa i = — for salesmen and — — Se 
avoidance of accidents is a bulletin sponsible are actually typed in red. | #head stops suddenly | heads of departments. ; 
posted in each-garage. The bulletin| The seventh point, describing the| “5. No National Sugar refin-| Keen competition in the ice field 


Performance 


jing Company driver has the right| has led to a close scrutiny of all 
woe ____ lof way ct an intersection. The Na-| costs. And in the truck mainten- 


tional Sugar Refining Company re- | ance end of the business Mr. Brad- 





winds up with the words “keep out 'type of accident for which a driver 


gards it as too costly to have any | ley has done his share toward C, / 
discussion as to who was at fault in| economizing. ounts: 
the event of an intersection col-| “We find it distinctly to our ad- 
lision. Drivers are definitely in-| vantage from the ,oint of view of BROCKWAY TRUCKS 
structed to yield the right of way| Costs,” said Mr. Bradley, “to turn represent twenty - three 
when there is the slightest danger,| Ver @ great deal of our work to or- years of successful pro- 
and it is his responsibility to see | S4nizations best equipped to handle | duction and service—de- 
that he does not collide with an-| it. Work we have done outside in- signed to serve over a long 
other car at an intersection. | cludes radiator repairs, magneto period of time, economic- 
“6. Unloading accidents are avoid- | Work, starter and generator work, ally—built to assure our 
able. The National Sugar Refining | Xy-acetylene and are welding, future success. Thou- 
Company insists that all drivers and| CYlinder grinding and brake shoe | sands of BROCKWAY 
helpers use the same care in the| 'élining.” TRUCKS are substantiat- 
In New York one outside special- ing our claims by actual 


protection of property of others, es- 
pecially customers, as they would izing organization is engaged to performances. 


their own | handle each of these types of work. | 
“The National Sugar Refining| Most of these organizations have Brockway Motor 


| Company expects that the principles | more than one headquarters in New |] Truck Corporation 

jas outlined in the six foregoing | York, facilitating delivery. ihe. ilies ati Miia 

lclasses be heeded, and any driver| “We have no regular inspection | a a. eae 
saiiasain |by mileage,” Mr. Bradley continues. | Cortland, New York 


(Continuued on Page 8) “At quite a few of our twenty-seven | 





Cumulative New Commercial Car Registration Statistics, June, 1932 


Returns for today: Arkansas, Delaware, Florida, Idaho, Maryland, Michigan, Minnesota, Montana, North Dakota, South Carolina, Utah, 
West Virginia, Wisconsin and District of Columbia 


/ 


Figures in this table are from R. L. Polk & Co. of Detroit, with the exception of Ulinois, which are supplied by the Robinson Advertising Service, Springfield, Ill., and New Jersey, which 
are furnished by the New Jersey Motor List Co., New Car Division, Trenton, N. J. Metropolitan district figures compiled by Sherlock & Arnold are included in New York state total. 
Readers desiring county, city or town lists, or lists of owners in any given section, may obtain these by addressing any of these three companies. Some of this data has been published 
previously, but it is given here complete for the convenience of our subscribers. Commercial car figures do not include busses, 
In this table, 14 states and the District of Columbia. 




























65' Arkansas 


i 9 | S | | 
b> ~ a | és a | e | 
ne x a a : } - | S | ae | | oe = Ss 2 13 
States s | & 2 a | - se | §] £4 2 | | £ a = © ve | sel] wv States 
Y at e - e | - j w= | £ j ae | an — | e co >= | 2 -_ 
S | > © 7 = £ | $3 -= ‘ e & = 2 c = Z=6é o2) & 
S | z © s ~*~ \ 3s | $a | © | B& = o © 5s | =. Sei Ze = 
= £ £ © ° » | 6 !| Be ac | =< = >» | = = —— aS 2 
< | &@ o tae = oS | = | = = - ioe-”hlU. Ue 7 7 z s S° 1 2-| «= 
| | 
4 j 



























































Arkansas | | 

Delaware ee ae ee ae heh mL :|hUmLelhUhmLeC Ur UD hr SS “20” -78\Delaware 
Florida oe -: — 2 « x FT: S.hUOUrLhLUhUOUCOCTC.LUC.ChCUCV CCC 3. 1 11! 189Florida 
Fdaho | a 3 24) oe | 2 — 1 | 2 49{Idaho 
Hlinois | 10| | 1% 29, —~S—« 2) 167; ~=«15) 1 oy, 4 9 th | 12 4 311i 527 Milinois 
Maryland ; 16 6-119 3, ~—«32| 3; «2117 19 3, —=«37 2; Oo 1 1; SC=<CS~SYt<CS:éSYS 3.—C~«C<‘:Cté‘C‘ll 6| 393|\Maryland 
Michigan | | (‘178 | sof 1a, «aj 2Cia;sti‘(i‘ia]tClLCCC 14, | 7 5| 2 6 ~—*740\Michigan 
Minnesota | ‘| 176 14, ~—«2i| 5, 220, °#&«+6 a7 s7 @©6©61] / [ - 7 [ we 37 5 3, _526/Minnesota 
Montana | | ae Ca Eg eet Ope a ee [ee | ri es a | 49|Montana 
North Dakota | a et | a a a a oe es ee ae ” | _1|___94\North Dak. 
Se. Carolina [I eae /__5 Be leech eee, ___1 968. Carotina— 
Utah a | | 19) 2| | 18) 5 7 | 2 2 we US ____|__54Utah 
W. Virginia | 55 12} | 72 4 17 | — a yf YT ty 4 120/W. Virginia 
Wisconsin | | 273 27 37| 6,261 18 7_ so fy ~~ ‘24 1; 8 ij 10 14|_——732|Wisconsin 
Dist. of Col. | 1 .  —_—. . —_ a | = ft. @ koe Be ee ee 
~ ‘Total — ; 2%! 6 1250) 81; 167) 28 1603; 88; ——«17,—=—<CHG AC ; oy rr 4 47, «19 24 623877! + ‘Total 
Arkansas, ’31 | 33 | | 27 4) | | {| oe Sober! gehts, Fa 65|Arkansas, 31 
Delaware, 31] | 40) a — ot Th la UL hUmhe-.|hCUC hr hl || 1 |__:'105 Delaware, "31 
—— . | -— ¢ 2 << | | = + © | @ tf. ee 
ee ee ee le LC | UL. UL le. ce | se 27” 2 4 _——s211 Idaho 
Hlinois, 1931 | 8 3) 350) 29 51] 2). 421; ~—=«i2 98 | . “6 1) 3,15, —Ss—s—~=*~=<C«é«‘ SBA «1056 /Nlimovis, 1931 
Maryland, 31, 14 «6| +162) + °&#«$8 2] 2 190) ii; | 50 i, 15) a COSY ss) 5 28'Maryland 
Michigan, 31) 3 | 300) ~«211)”~C*«<‘CSYC:*~“‘CY;*«CST|~~COT)SC*~<“S:Si‘<‘iéiSSCCY 7; | 2 ‘| 8 6 95 12  1184|Michigan, 31 
Mies. 31/1. | wo | v3 ww a | eo my i | mf, jf @ 5 17, «6, Ss: 14\Minn., 1931_ 
Moat, 31 | #=+| | wo sr yf] | OT Ty 06hUhTlhlU SS te — o£ cw oe 1 _ 3 _—:139Montana 
Nor. Dak. “31, | TT a2.hcUdT. Um. UTCUL.™|™6C hUr:CUdTS tlCUule|ShCUmrehCU.. Lr) (S(O eee 
8S. Car'lina, °31 | : | ww | of | # 32 ee YJ | | i | __211/8. Ca’lina, '31 
Utah, 1931 | Scar = a1 Si 0 #©«8 — ee eee eee es ee ee ee ee ee 
W.Va, 31 | #2| 4 1 6h CTBT oR ot on , om wy Tf 10) Tr {| #104. Van. “Sd 
Wisconsin, 3i{| ||| +| +310, + .26, 2, 3} 267 = 4° [ae on | i 0 1) 21) 16) 782|Wis., "31 
Dist. of Col.,°31| 8) | 38) 1 8] | 106; —«*14| ee i a eM ee TE tI aah 6 sd) =~ s8|—201 Dist. of Col. 
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AUTOMOTIVE FUELS, LUBRICANTS 


(Continued from Page 5) 


compression ratio may be raised. 
Along with the above-mentioned 
limitations carbon formation inside 
the cylinder is a very important 
matter. A deposit of carbon is not 
only likely to cause pre-ignition, but 
also increases the compression ratio, 
which in turn means increase in 
detonation if the fuel available has 
an anti-knock rating just high 
enough to suppress detonation with 
no carbon present. 

Since the anti-knock rating of a 
gasoline is so important, there must 
be some means of measuring its 
value. Use has been made in the 
past of several methods of measur- 
ing the anti-knock value of a gaso- 
line, all of which have proven more 
or less unsatisfactory. 

All methods prior to the octane 
number rating system now in use 
depended upon the solution of some 
detonation depressent in a combus- 
tible medium, straight run Eastern 
gasoline being most commonly used. 
The “reference fuels” had, then, two 
substances upon which the knock 
value depended; i. e., the depressent 
and the fuel. Since variation in the 
rating of the fuel caused variation 
in the results, tests were only com- 
parative and never absolute. Con- 
sequently, the results of various 
laboratories did not agree closely 
and different tests from the same 
laboratory were only in harmony as 
long as the same base fuel supply 
was available. 

Probably the first detonation de- 
pressent used was analine, a common 
organic chemical substance. Tolu- 
ene, benzol and tetra-ethyl lead re- 
placed analine because of availi- 
bility; however, the same serious ob- 
jection existed for all substances; 
namely, that the base fuels in which 
they were placed varied widely. 

Other so-called standards are 
equivalents such as highest useful 
compression ratio (H. U. C. R.), 
manifold vacuum and brake horse 
power were used to indicate knock 
tendency, the measurement being 
the value obtained where incipient 
or audible knock was first detect- 
able. These measurements were no 
more suitable as standards than the 
solutions of depressents because of 
the fact that any numerical values 
essigned to them depended upon 
engine characteristics, and all en- 
gines were not alike either in de- 
sign or mechanical condition. . 

I have mentioned “octane number 
many times, but I have not answered 
the question: “What 1s the octane 
number?” Just as the ther- 
mometer is a device for measuring 
temperatures, so the scale of octane 
numbers is the measuring “stick for 
measuring the anti-knock quality of 
a gasoline. Iso-octane the knock 
depressent, and heptane, the knock 
inducer, may be mixed in different 
proportions by volume so that any 
desired mixture may be made having 
a certain anti-knock value or octane 
number. The octane number is 
merely the percentage of iso-octane 
in the mixture. For example, if I 
mix sixty parts of iso-octane with 
forty parts of heptane, the octane 
number of that mixture is sixty. 
Now, the important definition is 
stated as follows: The octane num- 
ber of a gasoline is the percentage 
of iso-octane that must be added to 
heptane to give the knocking char- 
acteristics of the gasoline in ques- 
tion. For instance, if I take gasoline 
A and subject it to a knock test in 
the apparatus shown on slide No. 4 
(modified Delco), I will find a cer- 
tain mixture of iso-octane and hep- 
tane that will give the same knock 
characteristics as gasoline A. The 
percentage of iso-octane in this mix- 
ture will be the “octane number, 
which in this case was 71, meaning 
equivalent to 71 parts of iso-octane 
and 29 parts of heptane. 

This test is accurate to plus or 
minus one-half of an octane num- 
ber Two laboratories can check 
within the limit of one octane num- 
ber. The tests run at Oregon State 
College were considered accurate, 
since they checked, within one oc- 
tane number, several other labora- 
tories on the same gasolines. 

In order that such an unreliable 
situation be corrected three things 
were necessary: First, a standard 
and suitably designed engine to 
burn the fuel and produce the 
knock; second, standard conditions 
of operation that could be controlled 
within narrow limits; 
standard reference fuel of absolute 
numerical knock rating to give a 










substances prohibitive 





secondary standards, 
sults may be obtained. 
of these secondary standards is 80 
cents per gallon in fifty-gallon lots, 













third, a 


uniform scale of values. The first 
condition is attained in the C. F, R. 
inal modified Delco; the second 
engine that has replaced the orig- 
condition is rapidly becoming a 
reality through the Fuel Research 
Committee’s work; the third is real- 
ized in the octane number. 
Iso-octane and heptane were 
chosen as standard solutions for 
measuring the octane number. Iso- 
octane is a knock depressent and 
heptane is a knock inducer. These 
two substances were chosen as 
standard solutions for five major 
reasons, viz, (1) they may be ob- 
tained in a pure state; (2) appear- 
ing as constituents of gasoline they 
have approximately the same grav- 
ity and vaporizing characteristics 
as gasoline; (3) they are obtain- 
able in all parts of the counter; 
(4) they do not deteriorate when 
standing for long periods of time, 
and (5) the solutions may be mixed 
to cover a wide range of knock 
values. Heptane is obtainable in a 
high state of purity from the Jef- 
ferson pine, and iso-octane is pre- 
pared synthetically. It must be re- 
membered that these solutions are 
not added to the gasoline, but are 
merely used to measure the anti- 
knock or octane number of the gas- 
oline. The cost of these substances 
is about $22.50 per gallon. This 
high cost makes the use of these 
in routine 
Due to this fact, some 
in the 


test work. 
of the larger laboratories 


United States have standardized on 
a secondary standard which is re- 
liable for a definite period of time. 


Knowing the limitations of these 
accurate re- 
The price 


or $1 per gallon in five-gallon lots. 

The results of the tests run on 
nine of the major, Coast, non. 
premium gasolines were as follows: 


(Best Performance) 


Gasoline No. Octane No. 
a SekSe0 Cee ves ctoaeees 71 
Ut ne Kune Gee des aulan lees 71 
ric eesevesaana dhs ae 70 
(Satisfactory Performance) 
MP dat nest ees Cae een eek 67 
er here are rene 66 
DP Ae dd ene eas 65 
(Not Recommended by Leading Car 
Manufacturers) 
Oe Astatgnsecscacaacue 62 
Boss. case aa ead oa « & 
De iiwakeaecikinensvewca 61 


Numbers A, B and C would give 
excellent performance in the aver- 
age car of 1931 which has a com- 
pression ratio of 5.25 to 1, numbers 
D, E, and F would give good per- 
formance, and number G, H and I 
would give questionable perform- 
ance. A gasoline from the Mid- 
West was tested and it was found to 
have an octane number of 59. Its 
low octane number is characteristic 
of the gasolines sold in that part of 
the country as non-premium fuel. 

Letters from several of the largest 
manufacturers of cars indicate that 
an octane number of 65 is the 
minimum for satisfactory operation 
when a Car is in average mechanical 
condition, but an increase in octane 
number up to 170 will give better 
performance. In a letter from one 
manufacturer in the low priced car 
field the statement was made that 
they require 68 octane number 
gasoline to supply their branches, 
and at the manufacturing plant 
they use a benzol blend of 70 octane 
number, From the above figures it 
is evident that only three of the 
Coast gasoline meet this require- 
ment. 

It is also evident from the above 
figures that the major, Coast, non- 
premium gasolines range in octane 
number from 61 to 71, or a differ- 
ence of 10 octane numbers between 
the lowest and the highest. This 
means that for the same price a man 
may buy a gasoline superior to an- 
other gasoline in power and per- 
formance. This was proven by using 
a Tapley accelerometer and a car of 
high compression ratio—by increas- 
ing the octane number of the same 
gasoline the accelerating ability of 
the car was increased 14.7 per cent. 
It is my opinion that the octane 
number alone can at least at present 
be safely employed to measure the 
utility value of the Coast gasolines, 
since all other properties are prac- 
tically equal, 


(To Be Continued ) 






















off the street. 







Effective Accident 


(Continued from Page 7) 

or helper disregarding the same will 
be summarily dealt with.” 

Class 7, typed in black, follows: 

“No driver will be blamed for be- 
ing run into from behind. He is ex- 
pected to signal when he intends to 
stop or make a turn, and, under 
these circumstances, when his atten- 


tion and entire energy are needed to 
stop quickly in order to meet an 
emergency, if some one runs into 
him he will not be blamed. The 
National Sugar Refining Company 
emphasizes that under these circum- 
stances, and under other principal 
conditions where the driver is not at 
fault, the accident will not count 
against him.” 

The following table shows number 
of accidents in the various classes 
from 1928 to 1931: 

1928: 

Class No. 2, 2; Class No. 3, 10; 
Class No, 4, 13; Class No. 5, 1; Tot:1, 
Red, 26; Class No. 7 (Black), 14; 
Total, 40. 

1929: 

Class No. 3, 4; Class No. 4, 6; Class 
No, 5, 6; Class No. 6, 1; Total, Red, 
17; Class No, 7 (Black), 17; Total, 34, 

1930: 

Class No, 3, 7; Class No. 4, 5; 
Class No, 5, 3; Class No. 6, 2; Total, 
Red, 17; Class No. 7 (Black), 12; 
Total, 29. 

1931: 

Class No. 3, 8; Class No. 4, 1; Class 
No, 5, 1; Class No. 6, 1; Total, Red, 
11; Class No. 7 (Black), 20; Total, 
31, 

The company operates 52 vehicles, 
with capacities of five tons and up. 
Its driver training system is as 


simple and effective as its accident 


prevention program. It hinges, 
simply, on one cardinal policy— 
never to hire a chauffeur directly 
Every last chauffeur 
in the employ of the company has 
been worked in first as a helper on 
the company’s own vehicles. And 
each chauffeur is expected to train 
his helper to be a chauffeur, 





Economical System 
Of Truck Maintenance 


(Continued from Page 7) 


ley has a compact card index giv- 
ing the life history of cost of ail- 
ments of every one of the 1,487 
trucks in five cities. The mechanic, 
then, using his own judgment, and 
not relying on set traditions as to 
mileage or time a vehicle should run 
before certain repairs are necessary, 
makes his own decisions. 

Like the general practitioner in 
medicine, he prescribes and some- 
times operates, relying on instinct 
as much as on rule. Like the general 
practitioner, also, he determines by 
the patient’s actual condition, and 
not by a set of charts and diagrams, 
whether the vehicle or some part of 
it should be sent to a specialist or 
expert of higher qualifications. 

“Major repairs,” said Mr. Bradley, 
“are made whenever a vehicle needs 
them. Just because a vehicle has 
gone 10,000 miles, however, we don’t 
repair it if it doesn’t require it, 

“We have twenty-seven stations 
or depots in the New York area. 
At the head of each station we have 
a superintendent, responsible for 
sales and operation. The mechanic 
comes under this superintendent, 
and is there to save the expense of 
sending out service cars from the 
shop. 

“Of our 1,487 trucks, 633 are in 
New York, 294 in Boston, 275 in 
Philadelphia, 151 in Baltimore and 
134 in Washington, 

“We have few breakdowns, In 
our field we can’t have them, be- 
cause service is paramount.” 


SINGLELIFT TRUCK 


The Lewis-Shepard Company is 
placing on the market a new single- 
lift truck under the trade name 
Gold Flash. The features empha- 
sized by the manufacturers are re- 
duced head room and high capacity 
check to govern the load in lowering. 

The truck is built in capacities up 
to 5,000 pounds, widths are 17% to 
24 inches and lifts from 1% to 2% 
inches, When in load raising posi- 
tion the handle is always connected 
to the load. To release the load 











Prevention System 





TRUCK FLEET OPERATOR 
FARMS OUT REPAIR WORK 


The Wallach Laundry, New York city, believes strongly 
in owning all trucks needed, but in owning as few as possible 
of the facilities for repairing them. 


Originally, most repair work waso— 


done in the company’s own shop. 
Now the practice is to have prac- 
tically all the work done by outside 
organizations located near the com- 
pany’s plant. The company’s one 
mechanic only services the cars. 
The matter of when the cars need 
outside attention is left to his judg- 
ment. 

The company now has twenty- 
three gas and ten electric vehicles. 
The gas cars include Whites, Brock- 
ways and G. M. C.’s. The electrics 
are Wards. The Whites are over- 
hauled every two years. It is planned 
to adopt the practice of turning in 
the Chevrolets every two years. 

Of the thirty-three vehicles one 
is an extra, and there has never 
been more than one truck out of 
service, Karl Gulick, service man- 
ager, stated. 

Although the first six months of 
the year are slightly busier than the 
second six months, the company 
gets along without hiring extra 
vehicles in the heavy season and 
keeps all cars fairly busy in the 
light season. This is accomplished 
by each driver and car handling a 
little more work as the need de- 
velops. And the drivers, since they 
are working on commission, readily 
accede to more arduous duties. 

In the summer, when business in 
the city begins to fall off, the com- 
pany sends a couple of cars out to 
Long Beach and the Rockaways to 
secure trade from those summering 
there. 

Engines are governed at twenty- 
six to thirty-two miles per hour. 
The governing, Mr. Gulick said, is 
not to check speed, but to prevent 
warming up too fast particularly 
on cold mornings. Use of the gover- 
nor has saved the company money, 
and is of particular value, since 
chauffeurs are selected for sales 
rather than driving ability. 

Aside from maintenance, the 
company’s chief problems are drivers 
and loading. 

“We don’t hire any one under 
24 or 25 years of age,” said Mr. 













Gulick. “We prefer married men if 
we can get them.” 

Paradoxically, the company has 
found it advantageous to hire, if 
possible, drivers with no laundry ex- 
perience whatever. It does, however, 
desire men with route experience, 
and if possible, sales experience. 
The company considers a man’s 
health of extreme importance, since 
he must be on the job every day, 
rain or shine. And the laundry 
business, it is pointed out, depends 
more than almost any other driver- 
salesman business, on the continu- 
ous functioning of the same route 
man. He builds up friendly per- 
sonal contacts, along the way, and 
another man must begin all over 
again. 

Loading presents certain diffi- 
culties at the Wallach plant, due to 
the fact there is space for only one 
vehicle to load at a time. The prob- 
lem has-been met by use of hamp- 
ers, 28 by 36 inches, and holding 
500 pounds each. Each truck body 
will hold three of these hampers, 
which slide on wooden runners 
from the loading platform onto the 
vehicle. 

Puncture proof tubes are used, 
with the result there are almost no 
flats. 

The company has a 10-year-old 
G. M. C., which is used as a spare. 
Whites are up to 6 years old and 
Brockways up to 4. The oldest Ward 
Electric is 7 years. Much of Man- 
hattan is covered with electric ve- 
hicles, and Long Island, The Bronx 
and Westchester, where much of 
the business lies, with gas cars. 

Necessity for on-the-minute 
service, which is given by some con- 
cerns as their reason for hiring ve- 
hicles from a renting organization, 
is advanced by the Wallach com- 
pany as the reason for owning its 
entire fleet and engaging no out- 
side cars whatever. No outside or- 
ganization, the company argues, 
takes the exigencies of a man’s 
business as keenly as does the man 
himself, 





Hydraulic Feed Multiple 
Spindle Drilling Machine 


The National Automatic Tool 
Company has announced a new 
hydraulic feed, multiple spindle 


drilling machine which is equipped 
with a semi-automatic oilgear feed 
arranged with a safety foot control 
and emergency reverse, 

This Natco machine has a 24 by 
40 inch rectangular head bored for 
sixteen spindles, and with twelve 
three-inch upper joint assemblies, 
each having a single speed and 
neutral position. Roller bearings 
are used in the head and the spindle 
equipment has an adjustable bear- 
ing plate arranged for twelve 25,- 
inch spindles having a No. 4 Morse 
taper and nose adjustment. 

The twelve spindles are held in a 
straight line parallel to the ways 
on the column, and have a horizont- 
al adjustment toward and away 
from the column of fourteen inches. 
The minimum distance is twenty- 
two inches. 

The base has two rectangular slots 
running from left to right, with a 
depth to allow insertion of a seven- 
ty-five pound rail. The slots are 
spaced to permit thirty-six inch 
center-to-center spacing of the rails 
under the center of the head. 

Coolant is supplied by an inde- 
pendently driven motor pump at the 
rear of the column. An air operated 
jack is mounted on the base be- 
tween the two slots to support the 
steel drums while they are being 
drilled. The weight of the machine 
is 38,000 pounds, and the capacity 
is twelve 1%-inch holes in steel at 
heavy feed. 





from the elevated position the oper- 
ator presses the release pedal and 
the lock rolls out of engagement. In 
descending the load moves forward 
and downward at the same time, 
without interfering with material 
that may be stacked behind it. 


Zinc Base Alloy 


The Illinois Zinc Company is put- 
ting out a patent zinc base alloy em- 
bodying copper and silver under the 
trade name Eraydo. 

This alloy is claimed to have about 
twice the tensile strength of ordi- 


nary zinc and an annealing or re- 
crystallization temperature of be- 
tween 300 and 450 degrees F. The 
product comes in strips and sheets 
in four grades of hardness. The 
softest of these has the ductility of 
pure zinc with a 50 per cent. in- 
crease in tensile strength. Harder 
tempers with less ductility have a 
tensile strength value equal to twice 
that of common zinc. The increased 
hardness gives a luster after buffing 
resembling chromium and clear 
laquer finishes will hold this finish 
for a considerable time. 

It is stated that this metal casts 
well either in sana or by dies. Alu- 
minum has been: left out to obvi- 
ate intercrystaline oxidation and 
swelling in moist. heat. The metal 
must therefore be die cast in a ma- 
chine in which there is no chance 
for iron pick up by the molten 
metal. Test bars die cast give an 
impact value, it is stated, of over 400 
pounds to the square inch. 

The alloy performs well, the 
manufacturers say, in ordinary 
manufacturing operations. It can 
readily be soldered, forged, drawn 
and spun, It may be had in rod or 
wire form in either a free cutting 
grade or a tough condition to be 
used for cold heading work. 


NEW DE SOTO DEALER 
Sacramento, Cal, July 14—An- 
nouncement of the appointment of 
C. M. Coffing, Inc., as De Soto and 
Plymouth dealer for Sacramento, 
Cal., was made recently by officials 
of the De Soto Motor Corporation. 


CLASSIFIED ADVERTISEMENTS 
IN THE AUTOMOTIVE DAILY 
NEWS BRING 2ESULTS’ 





